MAURICE KREISMAN 


Maurice Kreisman 
became a member of our 
Montgomery, Alabama, 
organization on January 1, 
1950. His earnings for the 
first year exceeded by 
$5,000 (less $1.59) his 
best record in over eighteen 
years in a previous 
connection. 

Here is his earning record: 
1949 . . . $12,269.93 
1950 . . . $17,268.34 
We are very proud of 

our fine associate 

Maurice Kreisman. 


Fhe NATIONAL, 
| UNDERWRITER 


Like InAawrtance Edition 


Earnings Increased 
$5000 in first year! 


Mr. Chas. E. Becker, President 
The Franklin Life Insurance Company 
‘Springfield, Illinois 


Dear President Becker: 


I have just computed my earnings records for my 
first twelve months with the Franklin Life. And to 
say that I am delighted would be an understatement. 

I hope that it does not take other prospective 
Franklinites as long to make up their minds and see 
the light, as it did me. I signed my contract January 
1, 1950 after many discussions with our mutual 
friend Bill Chamberlin. 

Although I was with one of our large companies 
for a period of eighteen and a half years, my first 
year earnings with the Franklin lacked only $1.59 
of exceeding by $5,000 my largest total insurance 
earnings for any single year prior to my Franklin 
connection. 

An excellent agency contract, plus noncompetitive 
merchandise, plus 100% Home Office cooperation, 
have made this possible. 

Thanks a million to all of you, my friends, in the 
Home Office. 


Maurice Kreisman (signed) 


An agent cannot long travel at a faster gait than the company he represents. 


The Priondly 
KRRANKILIN LIFE comeany ” 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legal Reserve Life Companies in Ameriza 
A BILLION DOLLAR INSTITUTION 
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Winner of The President's Trophy 


President R. E. Kiplinger, left, and G. L. Hamlin, C.L.U., 
Agency Vice President, presented the President’s Trophy to E. 
J. Knutson, center, and his associates, the top Life Agency for 
1950, at an Agency Award Dinner in Portland, Oregon, during 
a nineteen state tour to visit all agencies. 


A similar President’s Trophy was presented to F. A. McDonna 
and his associates in Bismarck, North Dakota, for top Acci- 


dent, Sickness, and Hospitalization agency production honors 
for 1950. 


Guarantee Mutual representatives are finding greater oppor- 
tunities for increased income since they now have Life, Acci- 
dent, Sickness, and Hospitalization all under one contract. 


Congratulations to the Knutson and 
McDonna agencies for their jobs well done. 


1951—-OUR SOTH ANNIVERSARY YEAR 


GUARANTEE MUTUAL 
LIFE COMPANY 
Omaha, Nebraska 


Since 190] 
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INCLOASINE...« i cain 


with Pacific Mutual’s complete personal protection plans. 
One reason—every policy owner can use more ACCIDENT 
& SICKNESS DISABILITY INCOME. 
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LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 


















“| CAN'T HELP BUT BE PROUD OF.. 


and Proud to be Associated with, the 


PAN-AMERICAN LIFE 
INSURANCE COMPANY 





H. J. Durand 
President, Dynamo Club 1950-51 


It Provides Its Representatives 


* THE FINEST MERCHANDISE 


The Modified Three--The Six Star Special Juvenile Policy 
The Special Ordinary Life Preferred Risk Policy 


*% A CAREER CONTRACT FOR CAREER MEN 
*& UNEXCELLED HOME OFFICE SERVICE AND UNDERWRITING 


PLUS 


$10 per day hospitalization and $300 surgical group insurance 
added to our group life and pension programs for those of us 
who do an outstanding job—at no cost to us. 
Their continuous efforts give me better merchandise and service . . . 
‘help keep me happy and prosperous .. which, in turn, help the 
Company continue its amazing growth and progress,” 


For Information Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 







CRAWFORD H. ELLIS 


President 


PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 
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UNITED BENEFIT LIFE INSURANCE CO. 
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ME NATIONAL UNDERWRITER Life Insurance Edition. 


e. 18, Friday, May 4, 1951, $5.00 per year (Camada $6.00). 20 cents per copy. 


Published weekly by The -Natioral Underwriter Company, Office of Publication, 175 W. 
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legality of Funeral 
Insurer's Operation 


Question Raised by State 
Life Underwriters Assn. 
Cites Free Choice Angle 


SPRINGFIELD — Director Day of 
the Illinois department and Deputy 
Director Dirksen held a conference 
Monday with R. H. Head, vice-president 
of Pierce Ins. Co. of Los Angeles, with 
a view to determining the legality of 
Pierce’s sale of insurance in Illinois 
through an agency affiliated with Lain 
& Son, prominent Chicago funeral di- 


rector. 

The executive secretary and the coun- 
sel of the Illinois funeral directors’ 
association sat in at the conference. 
Both the state and national associations 
of funeral directors are opposed to these 
insurance hook-ups as tending to force 
the independent funeral directors out 
of business. 


Result of Reno Letter 


The conference was held as a result 
of a letter from Robert R. Reno, Jr., 
Equitable Society, Chicago, chairman of 
the Illinois Life Underwriters Assn. law 
and legislation committee to Director 
Day. At the recent annual meeting of 
the state association both the association 
and the committee took the stand that 
the connection between the Pierce Ins. 
Co. and the Lain establishment may be 
in violation of the Illinois insurance 
code and urged the Illinois department 
take the necessary steps to resolve the 
matter. 

The committee and the association 
base their position on the following 
section (155.05) of the code: 

“No company, officer, director, agent 
or broker and no other person, firm, 
association, or corporation shall adver- 
tise, solicit, negotiate, issue, effect or 
deliver in this state any policy or con- 
tract of insurance or any series or com- 
bination of related or separate con- 
tracts, assignments, endorsements, or 
agreements for the purpose of making 
or as part of a plan which has the effect 
of making the proceeds of the policy in 
event of death payable other than in 
lawful money of the United States or 
for the purpose or as part of a plan 
which has the effect of depriving the 
family or representative of the deceased 
of the advantages of open competition 
and unrestricted choice in the pro- 
curing and purchasing in the open mar- 
ket of supplies and services in connec- 
tion with the burial of the deceased.” 


Payable in Cash 


There is no contention by opponents 
of the plan that payments are made in 
services rather than in cash, but rather 
that the tie-up between the insurer and 
the Lain organization, by giving the 
latter an inside track, impairs the free- 
dom of competition that would other- 
Wise exist. 

_A feature of the plan is that the 
sured gets a leather-bound booklet in 
which he is encouraged to specify how 
much shali be spent for various expenses 
m connection with his funeral and what 
funeral director shall handle it, although 
it is not obligatory to specify Lain & 
on or even to use the proceeds for 


NALU Going After Top Caliber Man to 
Fill Executive Vice-President Post 


Selection of a man of the very highest 
caliber who will make a career of the 
post of executive vice-president of the 
National Assn. of Life Underwriters is 
the aim of the selection committee now 
engaged in this effort. It has been 
learned that the committee, headed by 
President John D. Moynahan, has the 
full backing of the board of trustees in 
going after such a man, and is agreed 
that N.A.L.U.’s growth in membership, 
the expansion of its activities, and the 
scope of its interests demand leadership 
comparable to that of the career leader- 
ship of company organizations such as 
Life Insurance Assn. of America, Amer- 
ican Life Convention, Institute of Life 
Insurance, L.I.A.M.A., and L.O.M.A. 

The board has recognized that to ac- 
quire and retain that type of leadership 
the position must provide inducements 
of salary, security, and prestige beyond 
that of the average company vice-presi- 
dency and for that matter of many 
presidencies. As one trustee put it, “The 
position must be_ post-vice-presidential 
rather than pre-vice-presidential.” 


N.A.L.U. has moved a long way in 
the direction of professional leadership 
that the company organizations have 
attained. It has a professional staff, a 
good working organization and a sub- 
stantial budget that enables it to offer 
a career, not merely a stepping stone, 
to the man picked for the position. 

The committee is not limiting itself 
in the scope of its search. The man 
finally selected might be either within 
the business or outside it. His capacity 
for leadership is the main consideration 
in the committee’s thinking. 

Besides Mr. Moynahan the committee 
includes C. E. Cleeton, Occidental of 
California, Los Angeles, N.A.L.U. vice- 
president; Osborne Bethea, Penn Mu- 
tual, New York City, treasurer, and 
John D. Marsh, Lincoln National, Wash- 
ington, D.C., and Robert C. Gilmore, 
Jr., Mutual Benefit Life, Bridgeport, 
Conn., both of whom are trustees. 

The post of executive vice-president 
will become vacant July 1, when E. L. 
G. Zalinski goes to New York Life as 
assistant vice-president. 








Harris Resigns; 
A. H. Nelson New 


Minn. Commissioner 


ST. PAUL — In a surprise move, 
Commissioner Armand Harris resigned 
and Gov. Young- 
dahl immediately 
appointed A. Her- 
bert Nelson, state 
manager of the 
Business Men’s 
Assurance, as com- 


missioner. He as- 
sumes his duties 
May 15. 


Mr. Harris is re- 
signing to go with 
St. Paul Fire & 
Marine. He said his 
place in the St. 
Paul organization 
has not definitely 
will be announced 
shortly. He has been commissioner 
since 1947 and before that was head of 
the rating division in the Minnesota de- 
partment. Before entering the depart- 
ment he conducted his own local agency 
in St. Paul. 

Mr. Nelson is a graduate of Univer- 
sity of Minnesota. He has been in in- 
surance 20 years, 13 with Travelers at 
Minneapolis, where he was _ assistant 
manager for several years. This is his 
first political office although he was a 
candidate for lieutenant governor four 
years ago. He has long been a close 
friend of Gov. Youngdahl and also of 
former Gov. Stassen. He has been 
prominent in association work in both 
life and A. & H. fields. 





A. Herbert Nelson 
been decided but 





John Hancock is now making avail- 
able to field offices a movie taken dur- 
ing various stages of construction of its 
home office. 








funeral expenses. 

Policies are payable to the widow or 
beneficiary and there is a space on the 
policy where she may assign the policy 
to a funeral director. Any excess above 
funeral expenses is payable to her in 
cash. 

Since the same type of insurer-funeral 
director hook-up is spreading in a num- 
ber of other states, it is understood that 
the National Assn. of Life Underwriters 
may take a position on these plans, 


Chesney May Be 
Md. Commissioner 


According to gossip in insurance quar- 
ters, Harvey M. Chesney of Bel Air, 
Md., will be appointed Maryland’s new 
insurance commissioner. He would suc- 
ceed Claude A. Hanley, whose term 
expires May 7. 

Mr. Chesney, an agent at Bel Air, is 
understood to have been active in Re- 
publican politics. He would receive his 
appointment from Maryland’s Repub- 
lican governor, Theodore R. McKeldin, 
who defeated a Democratic predecessor 
at the last election. 

Mr. Chesney represents State Mutual 
Life, Employers Fire and Employers 
Liability, Hanover Fire and Springfield 
F. & M. 

Formal announcement of Mr. Ches- 
ney’s appointment by Gov. KcKeldin 
is expected before the expiration of the 
term of the present commissioner, 
Claude A. Hanley, May 7. 

Mr. Chesney entered the insurance 
business in 1943 as a representative of 
the Harry I. Warren agency at Balti- 
more of State Mutual Life. He has 
continued to retain that association and 
in 1945 he organized his own general 
insurance agency. This he will give up 
before taking the state position. 

Mr. Chesney was born in 1902 at 
Churchville, Md. He worked for a year 
at Pennsylvania National Bank of Ches- 
ter and for eight years at Farmers & 
Merchants National Bank of Bel Air. 
Previously he conducted an electrical 
merchandising and contracting business 
at Bel Air. 

Mr. Chesney is a former chairman of 
the Republican state central committee 
of Harford county. 





Gives Talks at Okla. Schools 


Oklahoma City Sales Executives Club 
has been cooperating with officials o 
University of Oklahoma at Norman and 
A. & M. College at Stillwater in spons- 
oring a series of lectures on salesman- 
ship. Life insurance was included and 
Kenneth Aldrich, Guardian Life; W. P. 
Stagg, New York Life, and Joe M. 
Pinkerton, Prudential, all of Oklahoma 
City, spoke at both schools. 

The club also sponsored an all-day 
sales clinic at Stillwater, with Malcolm 
C. White, Pacific Mutual, president of 
the club, in charge. 


Slate Action on 
War Risk Pool 
in a Few Weeks 


Companies Strong Enough 
to Meet Limited Catastro- 
phe from $4 Billion Surplus 


By DONALD J. REAP 


Major steps leading toward the ex- 
pected formation of life company ordi- 
nary, group and industrial risk pools 
against the hazards of wide scale do- 
mestic bombings will be taken at the 
next meetings of the executive com- 
mittee of American Life Convention and 
of the board of Life Insurance Assn. 
of America. 

The L.I.A. board meets during its 
spring meeting at Virginia Beach, May 
24-25. This subject will be on its 
agenda. The A.L.C. executive commit- 
tee meets June 25 at Colorado Springs. 

While there have been no official 
statements on the war risk pools from 
either organization since the basic de- 
tails first were outlined at the Decem- 
ber, 1950, meeting of L.I.A., a number 
of factors has since become obvious 
which indicate, in broad generality, what 
recommendations will be made to the 
executive groups by the A.L.C.-L.I.A. 
committee on war problems. This com- 
mittee is headed by Ray D. Murphy, 
Equitable Society. Its subcommittee on 
pooling of risks is under the chairman- 
- of Samuel Milligan, Metropolitan 

ife. 


War Damage Legislation 


In addition to other factors, one of 
the reasons for the go-slow approach 
to the problem thus far has been the 
Congressional hearings on war damage 
legislation. These reached an advanced 
stage during April and may mature into 
a bill of one kind or another very soon. 
Life insurers are interested primarily in 
such legislation from the asset protec- 
tion angle. Although that problem is 
fraught with many other dangers to 
company security than physical destruc- 
tion of assets, it involves a different 
approach from that required to prepare 
for the sudden payment of a large num- 
ber of death claims. Companies may 
require mortgagors, for example, to buy 
war damage cover if and when it be- 
comes available. Clauses in existing 
mortgages probably give them such an 
option to exercise. 

To put the pool in its proper per- 
spective, one must first appreciate that 
the companies must look toward meet- 
ing a catastrophe which is “limited” in 
scope. If many millions are killed by 
atomic bombing, there is very little that 
the business alone will be able to do to 
offset the results. They must figure on 
a catastrophe which, first of all, is 
capable of being met. 


Stronger Than Realized 


Assuming that asset structures were 
not impaired by bombing, the business 
has much more strength to meet a 
catastrophic number of death claims 
than is generally realized. 

The total surplus of the nation’s life 
companies is about $4 billion. This 
means that from surplus alone, com- 
panies could pay a million death claims 
if the average claim were $4,000, or 

(CONTINUED ON PAGE 24) 
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Cox Calls for Calm 
Perspective at Union 
Central Convention 


Addressing the convention of Union 
Central at White Sulphur Springs, W. 
Va., President W. Howard Cox called 
for calm perspective about. inflation. 
History teaches that the current state 
of affairs in the economic and military 
fields is just another cycle in man’s 
experience, another repetition of the 
recurring pattern of history which will 
pass over as surely as the skyrocket 
of the late ’20s or the crash of the early 
"30s. 

That the inflationary period will end 
is important to stress to those peo- 
ple who will argue that there is no 
reason to pay in in premiums 50 cent 
dollars today when the family will get 
25 cent dollars back. “I defy any 
man to prove such nonsense,’ Mr. Cox 
said. “If ever there was a time to buy 
life insurance it is today. It is the 
one commodity where price does not go 
up when there is a great demand for 
goods and money is tight, nor descend 
when demand slacks off and money is 
abundant; $1,000 of protection costs 
just about as many dollars as it did 
in the depths of the depression. A policy- 
holder knows at all times what he can get 
for his policy because it is stated in the 
contract and is part of it,” he declared. 
“Despair is only for the ignorant,” Mr. 
Cox continued. “Courage and willing- 
ness to live in his own time are the 
hallmarks of man’s intelligence.” 


Hanselman Planned Convention 


The entire convention was organized 
and planned by Wendell F. Hanselman, 
vice-president and _ superintendent of 
agencies. In delivering the closing con- 
vention address, Mr. Hanselman said 
that too many agents, in all modesty, 
fail to appreciate the fact that in their 
communities they are regarded as au- 
thorities in money matters. When an 
acquaintance pops a question about fi- 
nancial problems, this is usually not just 
casual conversation, he said. The answer 
of the life insurance man takes on 
added authority, ‘because people in- 
stinctively put his financial opinions on 
a pedestal, quote them to others and 
frequently act upon them. This applies 
to any matters in the field of finance, not 
just those relating to life insurance, 
Mr. Hanselman declared. This puts a 
great responsibility on the life man. 
When a man asks him about inflation 
he’s looking for leadership. The life 
insurance man must give him good ad- 
vice in an understanding manner so that 
he will act upon this advice and pass 
it on to his friends. 


Four Business Sessions 


The convention lasted four days dur- 
ing which four complete business ses- 
sions were conducted, the all-day session 
on the first day being held at the re- 
quest of the agents. Present was In- 
surance Superintendent Robinson of 
Ohio who praised the management of 
the company. 

Other speakers on the program were 
Samuel M. Sitomer, New York City, 
president of the $500,000 club; Richard 
S. Rust, Sr., vice-president and secre- 
tary; Edward A. Dougherty, actuary; 
Holly M. Brock, Houston manager; 
Harold P. Winter, assistant vice-presi- 
dent; Arthur W. Tell, Denver; Walter 
E. Fox, Chicago; W. Bruce Pirnie, 
Boston; Clyde W. Ferguson, assistant 
superintendent of agencies; Lester A. 
Rosen, Memphis; John A. Lloyd, vice- 
president; John Gavron, Jacksonville, 
Fla.; George J. Pflanz, III, Des Moines; 
William B. Monroe, New Orleans; Ed- 
ward L. Sweedler, New York City, 
and Frederic C. Hirons, Cincinnati. 

A dramatization of new developments 


in programming featured Fred W. 


Gusweiler, assistant superintendent of 
agencies, and Myron Jones, Harrison 
P. Warrener, Shirley C. Jones, and 
Thomas H. Daniel, Jr., of Atlanta. 

When the general convention ad- 
journed, members of the $500,000 Club 
remained at the Greenbrier for the rest 
of the week. Denis Maduro, New York 
City life insurance attorney, was the 
principal speaker and participated in a 
lengthy round table discussion. 

The club members heard Mr. Hansel- 


nvan, Mr. Winter, Roger W. Clark, 
vice-president and associate secretary; 
Robert McQueen, assistant actuary; 


Mr. Rust, Virgil D, Parish, chief coun- 
sel, and Judd C. Benson, manager of 
the home office agency. 





Lange Renamed in Wis. 
to Allow Salary Boost 


MADISON, WIS. —, Commissioner 
Lange has been reappointed by Gov. 
Kohler for the balance of the unexpired 


term of the late Morvin Duel, and the 
appointment was confirmed by _ the 
senate. 


The reappointment was made neces- 
sary because the Wisconsin legislature 
recently voted to increase the salaries 
of all state officials. As the constitution 
prevents raising the salaries of officials 
during their term of office, a bill was 
put through to end the terms of all 
appointive officials and giving the gov- 
ernor the right to make new appoint- 
ments or to reappoint incumbents. Ac- 
cordingly, Gov. Kohler renominated all 
appointive incumbents to serve out their 
present terms, to enable them to have 
the advantage of the salary boosts, ef- 
fective May 1. 

The unexpired term ends June 30, 
and it is expected that Mr. Lange will 
be renamed for the regular four-year 
term on or before that time. This will 
enable him to qualify for the increase 
in salary from $7,500 to $9,000. 


EVERY CONTENTION REJECTED 





Arcadia National Mail Fraud Verdict 
Upheld: Two Face Prison, $10,000 Fines 


In an opinion that emphatically re- 
jects every contention of the appellants, 
the federal circuit court of appeals at 
Chicago has upheld the mail fraud con- 
victions of Alfred Sylvanus, 57, presi- 
dent of Arcadia National of Chicago, 
and his co-defendant, Voyle Clark John- 
son, 59, an agent for the company. 

Mr. Sylvanus, who was sentenced to 
three years in prison and fined $10,000, 
plans to appeal to the U. S. Supreme 
Court. 

Mr. Johnson, who drew an 18-month 
sentence and a $10,000 fine, will also 


appeal. 
At the trial before Federal Judge 
Barnes at Chicago, the prosecution, 


handled by Edward J. Ryan and Warren 
P. Hill, assistant U. S. attorneys, called 
a great number of witnesses to show 
the contrast between the company’s 
claim practice and the promises in its 
advertising of limited A. & H. con- 
tracts. 


Northern Trust Life Trial 


Northern Trust Life of Aurora, IIl., 
and two of its officials were indicted for 
mail fraud last year. The trial has been 
repeatedly postponed in view of the 
pending appeal of Arcadia National but 
it is expected that the trial will take 
place soon, probably in June, in federal 
court in Chicago. 

The Arcadia defendants based _ their 
appeal on the contention that Judge 
Barnes should not have let the case go 
to the jury but should have granted the 
defendants’ motion for acquittal. 

The opinion cited much of the adver- 
tising that was used and said that both 
it and the testimony of the numerous 


<The 
COMMONWEALTH 


GommenTary 


CAN'T 
DELETE THIS 4-LETTER WORD 
FROM YOUR THINKING! 


In life underwriting as in other phases of life, we sometimes 


fail because we defeat ourselves. When, in a particularly tough 


job, success eludes us, it’s human nature to say “It can’t be 


done.” 


Read what Mr. Kettering, the great engineering 


genius of General Motors, wrote about doing the impossible: 


“When we started to make Diesel injectors and old-timers 


heard that we expected to get sixty millionths of an inch 


clearance between pistons and cylinder walls, they had to 


be shifted to new jobs because they said it couldn’t be done. 


We put in people who didn’t know that, and we did it!” 


INSURANCE IN FORCE APRIL 1, 1951 — $491,814,976 


COMMONWEALTH 
Life Iusurance Company 


HOME OFFICE 





¢ LOUISVILLE, KY. 


witnesses tended to support the goy. 
ernment’s theory and the charge in the 
indictment. 

Although both defendants insisted 
that the record contained no proof oj 
fraudulent intent, the decision states. 
“In this connection they urged that re. 
gardless of any promises or representy. 
tions the offer of refund after inspection 


of the policy by a prospective insured | 
negatived any basis for a finding of fray | 
Under repeated decisions, the purchaser} 


is entitled to rely upon the representa. 
tions made. He need not distrust wha 
is told him. 
tended to protect the gullible, the igno. 
rant and the over-credulous as well as 


the more skeptical. . . . It goes withoy 


saying almost that it is extremely dif. 
cult for a layman to understand the 
terms and conditions of such _ policies 
as these but whether the applicant di 
or did not read and understand the 
policies is beside the point. The ques. 
tion was whether, upon the whole rec- 
ord, the representations were fraudy. 
lently made and this was a question for 
the jury. 

“Considering all of the evidence syb. 
mitted in support of the charge and 
keeping in mind the appeals dealing 
with loss of life or health, financial diff. 
culties, procuring food in times of stress 
all strongly emotional in effect, though 
purporting to deal with a business yen. 
ture, we conclude that it cannot be said 
that the trial judge should not have syb. 
mitted the issue to the jury. This is not 
a trial de novo. We do not weigh the 
evidence but determine only that it was 
such that the court did not err in deny- 
ing the motion for acquittal.” : 





WORKED TOGETHER 





The appeals court, taking up Mr. 
Johnson’s contention that no evidence 
connected him with the scheme, said: 
“However, it is clear that he worked 
closely with Sylvanus and Arcadia; that 
his advertising was subject to the same 
criticism as that of the company; that 
Arcadia, Sylvanus and Johnson were 
co-workers in the same cause. Johnson 
knew what the policies were; indeed he 
was bound to know what they were, for 
one is required to know of matters 
pertaining to his own business and if 
he makes representations with refer- 
ence thereto, not knowing whether they 
are true or false, cannot complain if he 
is convicted. ... . A purchaser is entitled 
to rely upon representations made in 
advertising and not mistrust what is 
told him by the seller. . . . Johnson's 
misrepresentations in his attempts to sell 
what he advertised, was evidence tend- 
ing to show that he had identified him- 
self with the scheme and with the con- 
spiracy which the jury found existed. 
Whether the scheme had being and 
whether the conspiracy existed, as we 
have said, were questions of fact for the 


jurv.” 
The appeals court dismissed Mr. 
Johnson’s complaint of being found 


guilty on some counts on which he was 
innocent by saying that even one of 
the counts was sufficient to justify the 
18 months’ sentence he received and 
that he might have been sentenced for 
a longer period. 


Needn’t Have Defrauded Victims 


As to the defendants’ contention that 
it was not proved that the victims saw 
vertain of the advertising material on 
which the government relied, the court 
stated: “This contention overlooks the 
essential nature of the offense charged. 
Defendants were not accused of de- 
frauding the so-called victims; and it 
was wholly irrelevant as to whether 
those witnesses saw any or all of the 
advertising sent through the mails. The 
question is whether what was sent 

(CONTINUED ON PAGE 24) 
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Warns 0 Boosting 
Premiums to Pay 
Higher Commissions 


Dowell of New York Life 
Discusses Results of 
Revising Section 213 


NEW YORK—Dudley Dowell, New 
York Life’s vice-president in charge of 
agency affairs, has warned that com- 
pany’s agents that they should not 
expect much, if anything, in addi- 
tional compen- 
sation based on 
any percentage in- 
creases in commis- 
sions that may be 
permitted by a re- 
vision of section 
913, the expense 
limitation statute of 
New York. 

Cautioning that 
“we must be com- 
pletely realistic,” he 
goes on to say, in 
an article in the 
company’s Nylic 
Review: , ’ : 

“If the total compensation of agents 
jor placing a given volume and type of 
business is ever going to be increased 
by more than a small percentage, the 
product that we sell will have to be re- 
priced. In view of the recent develop- 
ment of alternative forms of savings, 
any attempt to re-price our product 
must be approached with great caution. 
Certainly we cannot move the price of 
life insurance up and down like the price 
of potatoes or rubber. It is doubtful 
whether the insurance-buying public 
would ever stand for an increase in pre- 
mium rates solely for the purpose of 
permitting an increase in agents’ com- 
pensation. Competition, interest rates 
and improvement in mortality, control 
the price of our product. If one were 
to make a long term guess it might well 
be that life insurance premiums will go 
down rather than up in the future. 


Close to Section 213 


“We believe that our Nylic plan of 
compensation gives a full-time Nylic 
agent more money per volume unit of 
persistent business than that of the 
career contract of any other life insur- 
aNce company operating in New York, 
and we have always been very close to 
the commission limits permitted by sec- 
tion 213. : 

“Because of the consideration being 
given to these proposed legislative 
changes, President Josephs feels that it 
is most appropriate for us at this time 
to restudy the subject of agents’ com- 
pensation and to reexamine the various 
phases of our Nylic contract. He has, 
accordingly, appointed two committees 
—one at the policy-making level and 
the other at a fact-finding level —to 
explore the entire compensation field as 
it relates to our agents. 


Plan Often Improved 


“Nylic, from its original inception in 
1896, has been maintained and improved 
to make it and keep it the soundest and 
best plan of compensation for career 
agents. We shall continue to endeavor 
to keep it the most enlightened and 
modern contract in our business. If fur- 
ther improvements can be made, they 
will be made. However, energetic, in- 
telligent prospecting and effective sales 
Presentations still pay off under our 
contract. No plan of compensation can 
serve as a substitute for sound men. 
Only sound men receive sound compen- 
sation. Sound motives, sound methods 
and sound men will always produce 
sound results.” 





Dudley Dowell 


LIFE INSURANCE EDITION 











Mr. Dowell states that agents point 
to sales fields in other industries where, 
if the percentage of commission rates 
has not been increased, the price of the 
commodity has been doubled or perhaps 
tripled in the past five years, while the 
price of life insurance, except for minor 
premium adjustments due to more re- 
alistic reserve bases, continues about the 
same as 50 years ago. 

He points out that to an extent this 
problem has been solved by an increased 
volume per sale. For instance, in 1950 
New York Life agents paid for more 
policies than they did seven years earlier 
and the average size policy was about 
double that of 1943. Better training of 
agents and more and better sales aids 
have also contributed to the agent’s effi- 
ciency and effectiveness, he observed. 





Paul A. Hammel Nevada's 
First Commissioner 


Paul A. Hammel, who has become the 
first head of the new insurance depart- 
ment of Nevada which has now been 
set up as an agency independent of the 
state controller’s office, is a graduate of 
State Teachers College at LaCrosse, 
Wis., and he engaged in post-graduate 
work there and at University of Pitts- 
burgh and University of Wisconsin. He 
was a school teacher about 17 years 
and for seven years was an insurance 
agent handling both property and life 
insurance. He was named insurance di- 
rector in the state controller's office Jan. 
2 of this year and he became insurance 
commissioner with the establishment of 
a separate department on April 1. 

Mr. Hammel is past-president of 
Kiwanis Club of Las Vegas and is now 
national committeeman of Veterans of 
Foreign Wars of Nevada, and is a past 
state commander. He is a lieutenant 
colonel in the army reserve. 


Mr. Hammel intends to attend the 
N.A.I.C. meeting at Swampscott in 
June. 


North Central 


Advertisers Convene 


By W. J. GESSING, JR. 


EXCELSIOR SPRINGS, MO. 
Donald W. Davis, president of radio 
station WHB of Kansas City, told the 
North Centra! Round Table of Life 
Advertisers Assn. that life insurance 
companies invest only .27% of their 
gross premium in advertising, whereas 
in other lines of business such as auto- 
mobile, beverage and cosmetic manu- 
facture, 15% to 50% of the gross in- 
come is reinvested in advertising. 

In the discussion which followed, 
George Pease, Equitable of Iowa, dis- 
cussed some new promotions involving 
juvenile insurance; Edward P. Leader, 
Bankers Life of Iowa, discussed presi- 
dents’ clubs and Jack R. Morris, Busi- 
ness Men’s Assurance, spoke. James 
Lee, Brown & Bigelow, emphasized 
that ideas should be sold and not mer- 
chandise. Participating in discussions 
were William C. Ellis, American Mu- 
tual Life, and Francis J. O’Brien and 
Lillian Gilster, Franklin Life. D. G. 
Hinkle, Guarantee Mutual Life, pre- 
sided at the opening session. 

R. B. Taylor, Jefferson Standard 
Life, in his luncheon report as presi- 
dent of L.A.A., reported the association 
now has 398 members representing 204 
companies. He commented that a new 
committee on education has been ap- 
pointed by the association, with’ Roy 
Berger, Connecticut Mutual, as chair- 
man. 


Exchange of Good Ideas 


Presiding over the afternoon session 
of the first day, was E. S. Wescott, 
Bankers Life of Nebraska. Participating 
in “An Exchange of Hot Ideas,” were 
Mr. Taylor, Roy Cheever, State Farm 
Life; Hess Sears, Equitable of Iowa, 
and Martin Mullen, General American 

(CONTINUED ON PAGE 24) 
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The baseball season being young, the discussion around 
the luncheon table was, as usual, who would win the pen- 
nant. Each man at the table argued for his favorite 
team and, of course, the favorites did not include the 
teams which have the cellar habit. One of the luncheon 
group expressed the thought that it would be more ad- 
vantageous to the whole League if at the beginning of 
the season there were some sort of evening up process 
by which no one team had a lion’s share of the stars. 
Let the stars be’ redistributed, he said, and there would 
be fairer competition and the whole League would enjoy 
a better season with no team doomed to live in the cellar. 


The idea was tossed around like an infield practice at 
the beginning of an inning. 
out going farther. Because, as one man pointed out, 
what wins the season is largely a matter of team play, 
and team play could not be obtained in an exchange like 
two outfielders and a catcher for a good left-handed 


Team play is what makes baseball more interesting 
than horse racing. And for all the possession of stars 
among the salesmen, team play is essential to a suc- 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President . 


INDEPENDENCE SQUARE, PHILADELPHIA 


PLAY 


The argument ended with- 
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Overlook 
Agents in Campaign 
Against Inflation 


Hays Says Printed 
Word Alone Won't 
Sell the Public 


The life insurance companies through 
the Institute of Life Insurance are 
conducting with dignity and restraint a 
campaign for combating inflation, but 
one more vital step is needed to really put 
it over, W. Eugene 
Hays, general 
agent of New Eng- 
land Mutual in Bos- 
ton, recently told 
general agents of 
his company in 
Palm Beach. The 
companies have 
overlooked the de- 
ciding factor in 
their battle in fail- 
ing to enlist 200,000 
field men to help 
them make the sale 
to the public, Mr. 
Hays said, adding, 
“This is our crusade, too, but nobody 
has called us into action.” 

The life companies have done right 
in calling upon the individual to as- 
sume his rights and_ responsibilities 
under the democratic system, but sales- 
men know how tough it is to sell a 
plan of action by the printed word, 
especially if such a plan means present 
sacrifice for future welfare, he de- 
clared. ‘““We wouldn’t be needed in the 
life insurance business if it were that 
easy,” he commented. According to the 
speaker, the 200,000 life insurance sales- 
men can be of tremendous influence on 
80 million policyholders and in their 
impact on government action. 

Mr. Hays termed it reasonable to 
believe that as field leaders the gen- 
eral agents should have understood their 
responsibilities and taken action on their 
own initiative. He then posed for the 
agency heads questions which he said 
would make them uncomfortable. 

He asked them if as individuals they 





W. Eugene Hays 


have written their representatives in 
Washington directing them to vote 
against any bill which includes un- 


necessary non-military expenditures and 
in support of legislation to put the 
nation on a pay-as-you-go basis. He 
asked them if they have held agency 
meetings to interpret the Institute of 
Life Insurance program in order to 
put the agents behind it. He asked if 
any manager had allied himself with 
the local group promoting recommen- 
dations for governmental reorganization 
as proposed by the Hoover commission. 
He inquired if any man present had 
urged his local life agents’ association 
to undertake a program of education in 
the Institute of Life Insurance anti- 
inflation drive or the Hoover report. 
He expressed doubt that many had 
sought opportunity to speak before serv- 
ice clubs and community organizations 
telling people that as voting citizens 
they should write and wire their elected 
representatives stating their position in 
favor of economies in government. 





Ill. Undertakes Move 


The bureau of conservations, rehabili- 
tations and liquidations of the Illinois 
insurance department has now been 
moved to Room 405 in the State Office 
building at’ Chicago at 160 North La 
Salle street. It has been located in the 
Insurance Exchange building. Frank 
Bartsch, chief deputy of the Illinois 
department, has this under his wing. 
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Fraternals Remain Distinct From Life 
Companies Despite Insurance Emphasis 


By RICHARD THAIN 


Some life insurance men _ reading 
about fraternals or coming across their 
representatives get the impression that 
fraternals are life insurance companies 
called by another name. This reaction 
is strengthened on hearing about such 
professional insurance emphasis in the 
fraternal field as the organization of 
Fraternal Field Managers Assn., and 
Fraternal Insurance Counselors Assn., 
with its F.I.C. designation, that sovad 
very much like parallel organizations in 
the life insurance business. However, 
one who goes deeper into the subject 
and talks to fraternalists and analyzes 
their business and their philosophy 
realizes that life insurance is still just 
one facet of fraternalism. In recent 
years many fraternals have concentrated 
on doing a better job of helping mem- 
bers with their insurance problems. But 
there still remain very fundamental dif- 
ferences between the character of the 
fraternal and the life insurance com- 
pany. 

One can’t visit the home office of a 
fraternal or talk to fraternal insurance 
people without realizing that with most 
of these societies insurance is a side- 
line, an accommodation for members, 
not the be-all and end-all of the asso- 
ciation. The fraternal societies are 
working hard to make the admittedly 
important side-line of insurance as at- 
tractive and beneficial as possible for 
their members. They feel an obligation 
to offer considerable variety of policies 
and a professional brand of insurance 
counseling to their members. 


Highly Variegated Field 


Of course there is a great variety 
among fraternals and it is difficult to 
talk about fraternals in general because 
they range in membership size from 
300 or 400 members to societies with 
better than half a million members. 
They vary in insurance in force from 
about $500 million down to five figures; 
differ in composition from religious and 
nationality groups to trade and labor 
associations to community lodges which 
embrace members of many different oc- 
cupations and origins. 

Most of the fraternals had their orig- 
ins in the period from the end of the 
war between the states to the first 
world war. They are venerable insti- 
tutions with a strong sense of the past 
and reverence for stability that makes 
them similar to the life insurance com- 
panies. It was only natural that their 
early leaders should seek to take ad- 
vantage of the mutual character of the 
membership to extend insurance bene- 
fits to members. These were in the 
days before group insurance, so it was 
natural also that the fraternals should 
become self-insurers. Many fraternals 
are the outgrowth of the grange and 


workingmen’s associations which pre- 
dated the labor movement in_ this 
country. 


A number of the fraternals still do not 
have any paid or commissioned field 
forces either for insurance purposes or 


to spread the membership. In _ the 
smaller fraternals, officers often han- 
dled the details of the organizations in 
their spare time and are employed full- 
time in other pursuits. Some of the 
larger fraternals have sizable home 
office administrative staffs and insur- 
ance work is set up very much on life 
company lines with directors of agen- 
cies at the home office, with sales man- 
agers in the field and with fraternal 
insurance counselors who bear a re- 
semblance to regular life insurance 
salesmen. In many other organizations 
the insurance and membership accounts 
merely grow without much cultivation. 
Members pass the word along to others 
in their community without the help of 
any “professional” selling. Even the 
biggest fraternals with large commis- 
sioned or paid field forces depend in 
some measure for their growth upon 
the efforts of their current members to 
bring in new members. 


WHICH COMES FIRST? 


Offen life insurance men ask fra- 
ternalists whether their members are 
brought into the fold primarily for 
insurance purposes or primarily for fra- 
ternal purposes. Despite the fact that 
such a question is like asking whether 
the chicken or the egg came first the 
fraternalists have an answer. They rea- 
son that a man who merely wants in- 
surance alone is not going to go through 
the bother of joining a lodge when he 
can buy the coverage from what fra- 
ternalists call a “commercial” insurance 
company. There are fraternal dues to 
pay, initiations to go through and the 
man who is primarily interested in in- 
surance would not want to go through 








this. The life insurance rates of many 
of the fraternal societies are higher 
than the rates of “commercial” com- 


panies and when the membership dues 
are added into the picture the costs of 
fraternal membership are considerably 
higher. 


Stimulate Insurance Habit 


The fraternalists do not regard them- 
selves as being in competition with the 
regular life insurance companies, rather 
they say they have over the years 
served as stimulation to Americans to 
acquire the insurance habit and pur- 
chase additional protection from the 
life insurance companies. The fra- 
ternalists indicate that they have 
reached a segment of the population 
which would not have been insured 
otherwise. The religious and national- 
ity groups particularly have gotten to 
the humbler working people. The lodge 
members who are more well-to-do, and 
a number of the prominent business 
and professional men, governors and 
senators are fraternal members, may 
carry the small amounts of fraternal 
insurance, but they must complete their 
life insurance programs elsewhere. 

Life insurance people usually do not 
realize in what small amounts fraternal 








From left to right 
are the recently ap- 
pointed Pacific Mu- 
tual assistant actu- 
ary, group annuily 
superintendent, and 
Chicago regional ° 
group manager. 


i} 
Cc. M. Larson 
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insurance certificates are generally car- 
ried. The average fraternal certificate 
today is around $1,000, an amount 
which has doubled since the war. A 
great many fraternal societies will not 
write more than $5,000 and in the rare 
cases where amounts up to $25,000 are 
written, the fraternal seldom retains 
more than $5,000. Fraternals are not 
interested in concentrating larger 
amounts on any one member. They are 
generally only interested in affording 
the lowest layer of protection for people 
who might not have this protection 
otherwise. Having established this 
layer, they reason that a certificate 
holder who wants and can afford more 
insurance will get it elsewhere. 

Some of the larger fraternals sell a 
number of different types of life in- 
surance through commissioned agents 
who are aggressive and in every sense 
up to the professional standards of life 
insurance agents anywhere. Other fra- 
ternals will offer 15 or 20 different 
varieties of life insurance protection, 
but actually they concentrate on and 
market only two or three and maintain 
the others merely as an accommodation 
for their field men and certificate hold- 
ers. Investment problems are such that 
many fraternals are not interested in 
increasing their insurance in force. 


Small Town Stronghold 


It is among the working people and 
the people in the small towns and rural 
areas that the fraternals have their 
strength. There are a number of com- 
munities where the great proportion of 
the citizens still go regularly to lodge 
night and indulge in the democratic 
fellowship of fraternalism with varying 
degrees of ritualism. 

Men in the insurance business are 
inclined to see only the insurance side, 
the smaller part of the iceberg above 
the surface. If they attended some of 
the meetings of local lodges or national 
meetings of the societies they would 
see that there is very much more to 
the traditional fraternal movement than 
just life insurance, even in those large 
fraternal societies which have a con- 
siderable amount of business in force 
and very able insurance staffs. Many 
fraternals support schools, trade schools, 
sanitariums, rest homes, public monu- 
ments and other institutions. One would 
have to sit in on the meetings to see 
the colorful drills, marching and ritual 
routines, and participate in the parties 
and celebrations to get to know fra- 
ternals. They are active in organizing 
youth groups, Boy Scout troops and 
the like. Many young folks go to col- 
lege through the help of the societies 
of their parents. These activities and 
the general promotion of democratic 
brotherhood are the principal aims of 
fraternalism and insurance activities are 
merely incidental. Those societies which 
concentrated on insurance have long 
since mutualized and become life insur- 
ance companies. 


Something Different Again 


One does not have to be with fra- 
ternalists long to realize that they are 
engaged in something that is not found 
in the life insurance business. In their 
mutuality, they are similar, yes, but as 
Fred W. Emig, supreme vice-archon 
of Royal League, and chairman of the 
committee on fraternal week this year 
commented in a model speech sent out 
by National Fraternal Congress, “Did 
you ever stop to think that all of us 
are salesmen? Whether we’re bankers 
or roofers, bricklayers, butchers, bakers 
or candlestick makers, we’re salesmen 
these days just the same. What we’re 
out to sell is free, yet precious beyond 
price. Freedom, brotherhood, equality, 
democracy, and Americanism all rolled 





into one equals fraternalism.” 

Note, Mr. Emig says nothing spe 
cific about life insurafce, though it js 
taken for granted that life insurance jg 
part and parcel of the good things jp 
— American heritage to which he fe. 
ers. 

Rallying point for the fraternal 0. 
cieties is the National Fraternal (Cop. 
gress of America, made up of fraterng| 
congresses in all but 10 states. Foca 
time of the year for this group is Fra. 
ternal Week, June 10-16, and in aj 
but one state arrangements are being 
made to observe. fraternal week with 
strong programs, participated in py 
representatives of each of the 150-odq 
members of National Fraternal (Cop. 
gress. There is one state that has 
scheduled five meetings in different sec. 
tions of the state, another has arranged 
four programs, some will hold banquets 
others luncheons, others group meet. 
ings. One state is planning an outdoor 
affair and the governor is scheduled to 
speak. One state congress is forward. 
ing proclamations to the mayors of 
every city to sign. Many of the states 
are arranging to present their governors 
with an American flag. 

These and many other activities of 
fraternals are something clearly apart 
from life insurance activities. 


Informal Card for LIAMA’s 
Large Company Conference 


More than 40 companies will be rep- 
resented at L.I.A.M.A.’s conference for 
large ordinary companies at Skytop 
Lodge, Skytop, Pa., May 7-9. 

Planned by the large companies com- 
mittee, of which Robert B. Coolidge, 
vice-president Aetna Life, is chairman, 
the meeting is limited to the chief agency 
officer of each large company. The con- 
ference will consist of informal, open 
forum sessions in which the executives 
will discuss what their companies are 
doing in various fields and ask questions 
about specific problems. 

Mr. Coolidge will act as moderator of 
the Monday morning session on super- 
vision and managerial training. That 
afternoon, costs will be discussed, under 
the direction of Robert H. Denny, vice- 
president of State Mutual Life. 


Forum on Manpower Problems 


Dudley Dowell, vice-president of New 
York Life, will serve as chairman Tues- 
day for the forum on manpower prob- 
lems. The same subject will be discussed 
in the afternoon with J. A. McAllister, 
vice president Sun Life of Canada, as 
leader. On Wednesday, Stanton G. 
Hale, vice-president of Mutual Life, 
will lead a discussion on compensation. 

Staff participants will include Lewis 
W. S. Chapman, director company rela- 
tions; Frederic M. Peirce, associate di- 
rector, and Richard N. Ford, assistant 
director company relations; Dr. S. Rains 
Wallace, Jr., director of research, and 
Laurence S. Morrison, research consult- 
ant. 


Bevan Made Railroad V.-P. 


David C. Bevan, formerly treasurer of 
New York Life, has been named vice- 
president in charge of finance of the 
Pennsylvania Railroad. Mr. Bevan was 
named treasurer in 1949 after having 
served as assistant vice-president. . 

Mr. Bevan joined New York Life in 
1946 as assistant treasurer. He started 
in the banking business at Philadelphia 
with Provident Trust in 1931. During 
the war he was abroad with several gov- 
ernmental finance missions and on his 
return he became assistant vice-pres!- 
dent of Provident Trust’s banking de- 
partment. 
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Ill. Bill Would 
Force Disclosure 
of Rating Causes 


anies operating in Illinois are 
considerably disturbed by a bill, subject 
of a legislative hearing Wednesday, that 
would require all life companies give 
q written explanation to every applicant 
who is given a substandard policy after 
applying for standard. It was intro- 
duced in the Illinois house. 

If enacted it would undoubtedly mean 
yirtually the end of substandard busi- 
ness in Illinois. The complications and 
libel action possibilities would _make 
substandard issuance impracticable. 
There is nothing in the bill to exempt 
the proposed explanations from the 
iibel laws. In many moral hazard cases 
companies would be laying themselves 
open to libel suits if they should dis- 
close the reasons they rated the appli- 

t. 

Fes where the company could be 
sure of defending a libel suit success- 
fully the cost of doing so and the dif- 
fculty of getting witnesses to testify 
would make substandard business a los- 
ing venture. : 

A bill has also been introduced pro- 
viding that unclaimed life insurance 
funds would escheat to the state. It is 
not as bad as some such bills but it is 
more objectionable than the best of 
them. 


Investment Liberalization 
Pushed in Connecticut 


Testimony before the Connecticut 
general assembly in favor of permitting 
the Connecticut life companies to invest 
in securities of mining and manufactur- 
ing companies up to 8%, was given 
by Frazar B. Wilde, president of Con- 
necticut General and B. M. Anderson, 
vice-president-counsel of that company. 
Companies are currently permitted to in- 
vest in such securities up to 5% of their 
assets. The committee voted a favorable 
report on the 8% bill and there was no 
opposition. 

Mr. Anderson commented that the 
present insurance investment law of the 
state was a “patchwork” that has grown 
up over 100 years. He said that the five 
companies with home offices in Connec- 
ticut need more investment leeway. 

Mr. Wilde described the insurance in- 
vestment laws of the state as a “para- 
dox.” “We cannot diversify on our com- 
mon stocks,” he declared. “We have 
increasing pressure to broaden our port- 
folios. Some of the securest stocks are 
in mining. Our state, in meaning to 
be conservative, technically bars us from 
the safest stock available. If the market 
has a severe correction in the next two 
years we would like to buy some com- 
mon stock.” 

Insurance Commissioner Allyn is in 
favor of the 8% permissive bill. 


Snell Assistant Manager 


Lorado R. Snell has been appointed 
assistant manager at Pasadena by Pru- 
dential. Since entering the business in 
1946 he has been in southern Califor- 
nia for John Hancock, American Na- 
tional and, most recently, Western Life. 
He is a C.L.U. He was in business 
for himself for a number of years 
before going into life insurance. 


May Is McAndless Month 


May production of Lincoln National 
Life agents will again honor A. J. 
McAndless, president. During Presi- 
dent's Month there will be a nation- 
wide contest sponsored by the company 
and another conducted by individual 
general agents within their own agen- 
cies. In addition, a number of contests 
involving direct competition between 
agencies are being arranged by gen- 
eral agents. 


Valuations Meeting Set 

The subcommittee of the N.A.I.C. 
committee on valuation of securities 
will meet at New York May 14-15. 





The agenda includes discussions of 
proposed changes in resolutions govern- 
ing valuation of securities for 1951 
statements and instructions for those 
reports; the market value at which the 
new 234% government bonds are to be 
carried; the proposal of the joint com- 
mittee of Life Insurance Assn. of Amer- 
ica and American Life Convention on 
valuation of assets; the report of the 
permanent committee’s staff on new 
quality factor tests in securities valua- 
tion; modification of resolutions cover- 
ing valuation of oil and gas production 


loans, and the budget and annual report 
of the permanent committee. Allyn of 
Connecticut is chairman. 


15 Bankers Nat'l Employes 
to Take L.O.M.A. Exams 


Fifteen Bankers National Life em- 
ployes are enrolled for this year’s ex- 
amination of Life Office Management 
Assn., to be held this month. Nineteen 
home office employes have already suc- 
cessfully completed one or more of the 





students have received their certificates 
for completing the first four examina- 
tions, two are associates, and one is a 
fellow of the L.O.M.A. Institute. 





Great-West Life’s new business last 
month of $23,809,551 represented the 
largest April in its history. It was the 
14th consecutive month in which new 
business has surpassed the previous cor- 
responding month. New business of $104,- 
278,313 for the first four months is double 
the entire production of 1941. The Chi- 
cago branch led for the seventh time, 
maintaining a new business record of 
better than $2 million a month. Califor- 

was second, Winnipeg third, Newark 


sap nia 
examinations, and of that number twofourth and Vancouver fifth. 
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IT TAKES POSITIVE 


ACTION 


TO STOP INFLATION! 


The Equitable Life of lowa is cooperating with other life com- 
panies to the fullest extent in The Anfi-Inflation Program 
of the Institute of Life Insurance. 


In support of that campaign, the Equitable of Iowa has: 


Included a pertinent consideration of the dangers of infla- 
tion in its Annual Report to Policyholders. 


Sent a letter to all policyholders, signed by the President 
of the Company, ur:.ng active support of the Institute's 
six point program to check inflation. ‘ 


Sent a letter to all field representatives of the Company, 
signed by the President, outlining the Company's pro- 
gram and urging their active participation. 


Sent a letter to all Company Medical Examiners, signed 
by the Medical Director of the Company, outlining the 
Company's program. 


Sent a letter to all Company general agents, urging their 
active participation in the Institute’s and Company's pro- 


Additionally, the Equitable of Iowa believes that a great 
service will be rendered to the nation if all life underwrifers 
will bring this campaign to the attention of every prospect and 
policyholder who refers to inflation during an interview. 


THE UPWARD SPIRAL OF INFLATION MUST BE STOPPED, NOW! 


EourraBie 
Life fe ara Company 
OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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List Principles 
to Be Followed 
in Employe Plans 


WASHINGTON — PS 67 released 
by the internal revenue pension trust 
division deals with employer’s contribu- 
tions to employes’ trust or annuity plans 
and compensation under a _ deferred- 
payment plan, and deductions allowed 
for such contributions with relation to 
internal’ revenue code section S 23(p) 
and 29.23(p)-1. 

The ruling says limitations of section 
23(p) (1) (a) generally are not affected 
by use of the terminal funding method, 
but such limitations depend upon non- 
deferred compensation of employes cov- 
ered, or costs with respect to such em- 
ployes, or both. 

First, it must be determined which 
employes are covered. In doing this, 
principles set forth in the ruling are 
generally applicable. Application of 
these principles is illustrated by six 
case examples listed. The principles 
follow: 

“1. The plan may be assumed to be 
a permanent and continuing program, 


and all employes who could eventually employer to establish and continue the 


qualify for benefits in the event of the 
plan’s continuance may be considered 
covered by the plan (unless the provi- 
sions of the plan or union agreement 
or other collateral document define a 
narrower group of employes as ‘cov- 
ered’ or ‘eligible’) if all of the following 
conditions exist: 

(a) There is no provision in the union 
agreement or in any separate document 
describing the plan or in any collateral 
document which requires discontinuance, 
or shows intent to discontinue the plan 
or employer contributions to it at any 
stated or definitely determinable time. 
The general right to discontinue the 
plan or contributions thereto at any 
(indefinite) time in the future may be 
reserved just as in any other type of 
plan and will not of itself prevent the 
plan from being considered a permanent 
program. 


Indications of Permanence 


(b) There is either (1) a separate 
document or booklet describing the 
plan in such form as to indicate a per- 
manent and continuing program, or (2) 
a board of directors resolution or other 
action by those empowered to establish 
the plan, made known to employes gen- 
erally, setting forth the intention of the 





TWO ANNIVERSARIES 


Our 40th 





George C. Hill’s 34th 


George C. Hill of Sandusky, Ohio, has enjoyed a long and 
brilliant career with The Ohio National. Following his 
appointment as General Agent in 1917, he quickly proved 
himself a capable field underwriter. He was equally suc- 
cessful for many years in building and managing the Hill 
Agency, one of the Company’s finest. Mr. Hill’s tremendous 
energy and unusual talents as an agency builder were given 
wider scope in 1944 when he was appointed Home Office 
Field Representative. His success in that post has greatly 
added to his laurels as a first-class life insurance man. 


he VHLD NATIONA 


LIFE INSURANCE COMPANY, Cincinnati; Ohio. 


GEORGE C. HILL 
Sandusky 
Ohio 
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plan on a permanent basis. Such reso- 
lution or other action may be made 
subject to a general reservation of right 
to discontinue as described in (a) above. 
(c) There is an explicit provision for 
liquidation in the event of termination 
of the plan so that available funds will 
be applied to contingent as well as ac- 
tual liabilities under the plan. Available 
funds may first be applied to the lia- 
bilities with respect to retired employes 
and those eligible to retire at the time 
of termination, provided this does not 
result in discrimination prohibited by 
section 165(a), but any remaining funds 
must be used in a non-discriminatory 
manner for the benefits accrued under 
the plan for other employes who are 
considered covered thereunder. 


When Plan Is Subject to Review 


2. Where a plan is considered to be 
a permanent and continuing program in 
accordance with the above, a subsequent 
termination or curtailment of it will 
make its qualification under section 
165(a) subject to review in accordance 
with the principles set forth in Mim. 
6136, 1947-1 C.B. 58. 

3. Where the union agreement or 
separate document describing the plan 
or other collateral document provides 
for the termination of the plan or em- 
ployer contributions thereto at the end 
of a specified period, or where funds 
remaining after providing for the pen- 
sions of employes who are eligible to 
retire at the time of termination may 
revert to the employer or be used for 
purposes other than benefits accrued un- 
der the plan for the employes who can 
become eligible to retire under its terms 
during the period for which its contin- 
uance is specifically provided. This 
will apply to determinations under sec- 
tion 165(a) as well as under section 
23(p), but does not necessarily mean 
that the plan will fail to qualify under 
section 165(a), if the limited duration 
will not result in the discrimination pro- 
hibited therein. 

4. A plan which provides that it may 
be terminated at any time and that any 
funds remaining after the provision for 
all liabilities for pensioners and for 
those who satisfy the requirements for 
retirement at the time of termination 
may revert to the employer or be used 
for other purposes will be considered to 
cover in any taxable year only the em- 
ployes who could retire under the terms 
of the plan by the end of the taxable 
year, unless terminated sooner, in which 
case only those who became eligible for 
retirement prior to termination will be 
considered covered. 





“Assets” Not “Surplus” 


In the article in last week’s issue on 
the proposal for revising the valuation 
of some types of securities, it was 
incorrectly stated that common stock 
holdings won’t be much of a problem 
until they get up to about 7% or 8% 
of surplus. The word should have been 
“assets,” not “surplus.” 





_ Albany, N. Y., cashiers held a ques- 
tion and answer forum conducted by 
George Gould, association president. 


L. AJA. Speakers 
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the North Central Round Table of the 
Life Advertisers Assn. at Excelsior 
Springs, Mo., are, from the left, D. G. 
Hinkle, director of sales promotion 
Guarantee Mutual; W. T. Grant, chair- 
man of Business Men’s Assurance, and 





James Lee, Brown & Bigelow. 


C. R. Jones to Mass. Mutua] 
at Washington, D. C. 


Chester R. Jones has been appointy 
general agent for Massachusetts Muty 
at Washington, sy. 
ceeding th e lat: q 
John F. Crema} 
who had retire 
from active map. 
agement duties only 
last February, 

Mr. Jones joing 
Massachusetts My. 
tual in 1937 at Chi. 
cago and from ther 
went to St. Pay 
as assistant to two 
succeeding gener 
agents. After dis. 
charge | from the 
army 1n 1946 fe) 
became general agent for State Muty) 
at Washington. He is a*C.L.U. ang 
holds the C.L.U. agency managemen 
certificate. He organized and_ serve 
as president of Toastmasters Clubs jn 
Chicago and St. Paul. 

Mr. Jones entered life insurance a) 
a part-time agent for New York Life 
while still at University of Minnesota 
In 1932, on graduation, he became a fy] 
time agent and later was agency or. 
ganizer for southwestern Minnesota. He 
was one of the top 10 agency organizers 
in the country in 1935 and 1936. : 








Chester R. Jones 





Observes Agency’s 25 Years 


Marking the end of 25 years of op- 
eration in Georgia, the Walter Powell 
agency of John Hancock at Atlanta now 
has more than $55 million of life insur- 
ance in force in the state and is collect. 
ing approximately $1,700,000 annually 
in premiums. 

This was announced by Mr. Powell 
at a sales meeting and luncheon, Lake 
Hunter, agency assistant from the home 
office, was in attendance. Mr. Powell 
opened the state for John Hancock 
which previously had no representation 
and no policyholders there. 

Mr. Powell is a graduate of Univer- 
sity of Wisconsin, where he was prom- 
inent in athletics. He was head coach 
at Western Reserve and Leland Stan- 
ford University. 

Mr. Powell still participates in ath- 
letics. He officiated in college football 
games in the south every season for 26 
years, and in two Rose Bowl games. 
He is a past president of Atlanta Life 
Underwriters Assn. 


Ricks Signs With M. & M. 


Ivan Ricks has joined Marsh & 
McLennan at Chicago as a group insur- 
ance specialist. Un- 
til recently Mr. 
Ricks has been 
associate manager 
of the group de- ; 
partment of Equita- | 
ble Society with | 
headquarters at. 
Chicago. Previously | 
he had been west- | 
ern regional man- - 
ager in charge of 
all group activities 
for the company 
from Ohio west. 

Mr. Ricks joined 
the Equitable Soci- 
ety group department in 1927 and had 
been at Chicago for that company since 
1929. He is closing his second term 
as president of the group supervisors 
division of Chicago Assn. of Life Un- 
derwriters. 


O. S. U. Students Hear Hale 


Clayton G. Hale of Cleveland, a mem- 
ber of the Defense Department’s board 
of insurance advisers, addressed the 
Ohio State University Insurance So- 
ciety on “The Effects of the Defense 
Mobilization on the Insurance Industry.” 

On behalf of the’ society, Prof. J. 
Wayne Ley presented honorary mem- 
berships to the presidents of Ohio 
companies and to Superintendent Walter 
A. Robinson, 








Ivan Ricks 
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N. Y. Companies 
Keep Red Cross 
Blood Banks Busy 


Employes of more than 80 fire, casu- 

alty, surety and life companies and 
agencies in downtown New York do- 
nated 2,084 pints of blood to the Red 
Cross in the two-week drive that re- 
cently concluded. Half of the blood 
oes to the armed services and the re- 
mainder to the insurance industry blood 
bank. : 
H. A. Young, assistant manager of 
the metropolitan department of Home 
(fire), was chairman of the industry 
drive which doubled last year’s dona- 
tions. There are about 30,000 insurance 
personnel in the area. The volume rep- 
resents about 10% of the people, the 
difference resulting from postponed do- 
nations, etc. 

One of the first donors of the cam- 
paign was Richard Rhodebeck, presi- 
dent of U. S. Life. 

Home Life and U. S. Life are the 
only life companies with home offices in 
the downtown area. Other companies 
have their own units which donate to 
the Red Cross. A similar campaign is 
planned soon for midtown general in- 
surance and life agencies and com- 
panies. 

Most companies have maintained blood 
banks within the. structure of their own 
organizations. For them it is a simple 
matter to commence large scale trans- 
ferrals to the central bank of the Red 
Cross. Others are swinging back into 
action on the basis. of the plans they fol- 
lowed in the last war. 

The companies make the giving of a 
pint of blood just as easy and “attrac- 
tive’? as such an operation can be. In 
addition to the personal prominence 
gained from such an act, donors are 
given extra time off to go home and 
build up strength again. Doctors ex- 
amine these men and women carefully 
before they are allowed to make con- 
tributions. 





Thomas Irvine to Head New 
LLA.M.A. Actuarial Division 


Thomas Irvine has been elected an 
officer of the L.I.A.M.A. and will head 
the actuarial divi- 
sion. Mr. Irvine, a 
fellow of the Soci- 
ety of Actuaries, 
has ‘been research 
actuary, directing 
studies in the fields 
of agency costs and 
compensation. 

In approving the 
recommendation of 
officers that an ac- 
tuarial division be 
established, the di- 
rectors gave their 
assent to making 
costs and compen- 
sation areas a separate function. As in 
the past, Mr. Irvine will work closely 
with the association’s committee on 
compensation and the committee on 
agency costs. 

Born in Scotland, Mr. Irvine moved 
to Hartford in 1923. After graduating 
from Trinity College jn 1935, he entered 
the actuarial department of Metropolitan 
Life. There he served as assistant head 
of the actuarial research section, and 
later as associate staff actuary. He went 
with L.I.A.M.A. in 1946 as a consultant 
in the company relations division. Three 
years later he was namied research ac- 
tuary. 





Thomas Irvine 





Fete Provident Mutual Veterans 


Provident Mutual Life at a special 
dinner honored 136 home office em- 
ployes who have completed 25 years or 
more of service. 

Following brief remarks by M. AI- 
ert Linton, president, there was enter- 
tainment and dancing. 


Set June 25 as Deadline 
for N. A. L. U. Nominations 


The nominating committee of Na- 
tional Assn. of Life Underwriters has 
announced that all recommendations of 
nominees for officers and trustees to 
be elected at the Los Angeles conven- 
tion in September must be in the hands 
of the committee by June 25, in order 
that it may complete its work of pre- 
paring its report and getting it to the 
membership well in advance of the 


convention date. The release of such 
a report will not, of course, interfere 
with the regular privilege of presenting 
additional nominations from the floor of 
the convention. 

All state and local association presi- 
dents have received a questionnaire 
which is to be completed and _ sub- 
mitted to the committee with reference 
to each candidate recommended. An 
official endorsement by the local or 
state association nwust accompany each 
recommendation. 


Members of the nominating com- 


mittee are: H. Cochran Fisher, Aetna 
Life, i 
eR 
Tulsa; Ellen M. Putnam, National of 
Vermont, 
Marks, Jr.. New England Mutual, New 
York, and Foster A. Vineyard, Aetna 
Life, Little Rock. 


Washington, D. C., chairman; 
Allison, Northwestern Mutual, 


Rochester, N. Y.; David 





F. K. Easter of the Dean Witter & 


Co. agency of Mutual Life at Seattle 
analyzed securities as an investment at 
a meeting of Washington Insurance 
Society. 








Of course, Junior wasn’t exactly prompt 
getting home from his date. But in 
Junior’s case the offense involves only 
an hour or so. In your case, Dad, the 
oversight is a matter of years. 


So let’s talk about the date you've 
got—the date with that time in your 
life when your earning power won't be 
running on all cylinders. The tough 
part about this situation is that al- 
though earning power decreases, re- 
sponsibilities are always with us—if 
not the responsibility of providing for 
our children, then the responsibility of 
providing for ourselves. 


Nobody wants to be a burden. No- 
body has to be a burden thanks to 





Union Central’s Retirement Income 
Policy—a policy designed to make the 
later years of life as full and as satisfy- 
ing as those you are enjoying now. 


Yes, a Retirement Income Policy puts 
YOU first. That’s why the inclination 
is to put it off. You figure your Life 
Insurance will take care of most con- 
tingencies. And so it will — but it 
doesn’t provide adequate income for 
your retirement. It doesn’t make up 
for the regular monthly checks which 
can begin to arrive as soon as you 
reach the age of 55, 60, 65 or 70— 
whichever you choose. And here is an- 
other advantage of a Union Central 
Retirement Income Policy: In case of 
your death, your beneficiary will re- 
ceive the face amount of the policy or 








the cash value . . . whichever is larger. 


So don’t put off enjoying the sense 
of security which a Union Central Re- 
tirement Income Policy can give you. 
Remember, the longer you wait, the 
more expensive such a policy becomes. 
So don’t be late, Dad! Plan to see your 
Union Central Agent soon. 


* 2 2 = 


Your Union Central Agent has a 
plan to meet every life insurance need. 
He has contracts ranging from Non- 
Convertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can provide 
the finest possible life insurance cov- 
erage for applicants from birth to age 
65, inclusive. 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 
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Experience Turns 
Unhealthy in Face 
of Hospital Boom 


A number of companies in the health 
insurance field are suffering from un- 
healthy experience on _ hospitalization 
from floods of hospital business all out 
of proportion to other A. & H. covers. 
These conditions exist both in the group 
and individual fields. They are aggra- 
vated by the removal of Blue Cross 
as a real competitive factor in many 
areas. Raises in premiums and imposi- 
tion of coinsurance requirements by the 
Blue Cross have meant that most group 
companies can offer more attractive 
rates than Blue Cross. The success of 
the-companies with their hospital ad- 
mission plans has whittled away the 
payment advantages of Blue Cross. In 
quite a few instances, former Blue Cross 
subscribers are switching to individual 
hospital insurance. 

The popularity of hospitalization in- 
surance has risen to the extent that 
it is regarded as the primary insurance 
coverage in the personal field by many 
persons. The constantly increasing hos- 
pital rates frighten people into buying 
hospitalization or asking their employers 
for it. Experience is adversely affected 
because covered people go to hospitals 
when they would not have gone before 
they were insured. Increase in the use 
of wonder drugs and the desire of 
physicians to administer these medi- 
cines under the controlled conditions of 


the hospital undoubtedly contribute to 
heavier hospital use. 

All these and other factors have 
forced some companies to put the lid 
on hospital writings where there is not 
a compensating sale of loss of time 
coverages. Agency directors are driving 
home the idea to agents that loss of 
income is often a far greater tragedy 
than hospital bills and that too many 
individual policyholders are paying pre- 
miums for hospital coverage for 
amounts all out of proportion to their 
total insurance programs. 





Jordan Milwaukee Speaker 


Earl C. Jordan, Chicago general agent 
of Massachusetts Mutual, who recently 
received the company’s Perry Acieve- 
ment Award, is speaking on “Agency 
Morale” at a dinner meeting of Life 
Managers & General Agents Assn. of 
Milwaukee, April 27. 


The W. Henry Blohm agency of 
Provident Mutual Life at Cincinnati has 
moved to new quarters at 704 Race 
street. The agency had its largest month 
ever in March, leading the company. 








Life agency supervisors of Los An- 
geles devoted the April meeting to a 
panel discussion on whether sales cam- 
paigns are good for agencies and for the 
business. The association will hold its 
annual outing at Ojai, Cal., May 18. 





Louie E. Throgmorton, vice-president 
of Republic National Life in charge of 
the brokerage department, spoke at the 
annual meeting of Louisiana Municipal 
Assn. at Shreveport. 











R&R CREED 


For 37 years we have 
adhered unwavering- 
ly to our basic creed 
that every transac- 
tion or service must 
satisfy the user; if 
not, the money will 
be refunded without 
question. 


by 






R. 





















RESEARCH 


PAUL SPEICHER - PRESIDENT 


FOR YOUR BOOKSHELF 


Compendium of Business 
Agreements, by Jas. L. Miller, Director, 
a ee Studies Division, R & R. 
° 

its kind ever published. $12.75. 


How To Build A Successful Life Insur- 
ance Agency, 


$5. 


How I Raised Myself From Failure To 
oe In Selling, by Frank Bettger. 
o. 


50. 


$3. 


Building An Estate Under Current Eco- 
nomic Conditions, 
C.L.U., Managing Editor, R & R. 


Hugh Bell’s Book of Management Meth- 
s. $4.85. 


How To Build A Permanent Clientele, 


The Logic of Life Insurance, by Paul 
Speicher. 


How To Sell Payroll Deduction Insur- 
ance, by H. N. Phillips, C.L.U. and Alex 
Hasley. $3.25. 


Borrow From Brownold, 
Brownold, a career life underwriter for 
20 years. 


The Anderson Family 
System, by A. M. Anderson. 


Business Insurance, by 
C.L.U., Editor, R & R Advanced Under- 
writing Service. 


R & R Figuring Book. 
ance to speed the Programming job. 
$2.15. 


R & R Ready Reference Pocket Manual. 
350 Bible-thin pages. 


THE INSURANCE 














Insurance 


Just 


the press. 456 pages. Only book of 


by O. Sam Cummings. 


by Hilbert Rust, 


$3.10. 


Frank L. McFarlane, C.L.U. $1.75 


$1.00. 


by Bertram 
$3.25. 


Programming 
$2.00. 


E. H. White, 


$5.75. 


Special Assist- 


$3.10. 


IEW SERVICE 


DIANAPOLIS 





A.L.C. Regional at 
Minneapolis Held 


Feature speech at the regional meet- 
ing of American Life Convention in 
Minneapolis was given by Robert L. 
Hogg, executive vice-president and gen- 
eral counsel, who traced the history of 
taxation of life companies by the federal 
government. <A _ floor discussion fol- 
lowed. 

Also discussed was the voluntary 
credit restraining program in which the 
life companies are cooperating. This 
was outlined by James J. O‘Leary, di- 
rector of research of Life Insurance 
Assn. During the discussion, R. B. 
Richardson, president of Western Life 
and chairman of the life insurance re- 
gional credit restraining committee at 
Chicago, explained how his committee 
would function. Further discussions 
centered around social security, invest- 
ments, wage stabilization, the new state- 
ment blanks, home office administration 
and war clauses. 

Among the guests were A. Herbert 
Nelson, newly appointed Minnesota 
commissioner, Commissioner Jensen of 
North Dakota and Superintendent Hun- 
ter of Manitoba. 


Schwemm Rides Into 15th 
Anniversary on New Record 





Earl M. Schwemm, manager for 
Great-West Life at Chicago, rode into 
his 15th anniver- 
sary month in his 
present post on the 
crest of four con- 
secutive months in 
which better than 
$2 million in new 
life business has 
been placed. The 
Schwemm agency 
has now chalked 
up 82 consecutive 
months with $1 
million or more of 
placed _ business 
each month. The part mM, Schwemm 
placed business for 
April was $2,095,000, and the total 
placed business for the year to date has 
been $8,915,000, plus additional placed 
credits of $336,000 for A. & H. 

When Mr. Schwemm took over the 
Great-West Chicago agency in 1936 it 
had a little over $9 million business in 
force. Today, despite the loss of terri- 
tory and policyholders to new branches 
opened in the interim, the agency’s busi- 
ness in force has grown to $129 million. 
For 13 out of the 15 years Mr. 
Schwemm has been manager, the agency 
has been Great-West’s top agency. In 
each of the past seven years the an- 
nual production has exceeded $20 
million. 


Meier Is C.L.U. Speaker 


Walter H. Meier, advanced under- 
writer in the secretarial department of 
Northwestern Mutual Life home office, 
discussed “Business Insurance Idea 
Sales” at a luncheon of the Milwaukee 
C.L.U. chapter. 


The annual outing of the Los Angeles 
managers will be held on May 25 at 
the San Gabriel Country Club. Kellogg 
Van Winkle, Equitable manager, re- 
ported as chairman of the legislative 
committee that the outlook is satisfac- 
tory this year. Thomas Murrell, 
general agent for Mutual Benefit Life, 
spoke. 











$3,338,227,000 of 23/4,% 
Bonds Taken by Insurers 


WASHINGTON—The Treas- 
ury reports that total exchanges 
by insurance companies of 244% 
bonds of 1967-72 for the new 234% 
bonds were $3,338,227,000. Similar 
exchanges by pension and retire- 
ment funds totaled $1,847,274,000. 


we 


Slack in War Scare 
Buying Can Aid 
Life Salesman 


During the past few weeks, life jp. 
surance salesmen have found a grey 
lessening of competition from such sup. 
posedly scarce and expensive items 3s 
automobiles, television sets, refrigera. 
tors and stoves. Apparently the war. 
scare buying is over for a time and 
people have also given up hoarding 
foodstuffs and clothing. War shortages 
have failed to develop as they were sup- 
posed to in the face of great manufac. 
turing output of civilian goods. 

Despite this, many life agents do not 
find their customers in a Particularly 
good frame of mind for buying life 
insurance. The tendency apparently js 
at this time to hoard cash in a wait. 
and-see attitude about inflation. The 
adroit life insurance men are pointing 
out to these persons that cash _ today 
invested in life insurance may just as 
well pay off in a deflationary as in an 
inflationary time. Life insurance is the 
one thing that a man can be sure of buy- 
ing cheaper today than ever again in 
his life, they stress. 





Willam L. Porte, Mutual Life, ad. 
dressed San Antonio managers on com- 
pany training and financing of agents, 
A revision of the constitution was pre- 
sented for study and will be voted on 
in May. 





S. B. Pelton, manager of Canada Life 
at Windsor, Ont., has won the com- 
pany’s President’s Award for efficiency 
in branch management. The award js 
the highest given a company manager, 





The San Francisco managers heard 
David S. Kamp, general agent New 
England Mutual, speak on selection and 
training. 





I ae 
~ FA against bigge: 
“ed = income by 


your present 
opportunities 
: In INDIANA 
Or OHIO territories? 


If you are a good producer and live 
in Indiana or Ohio, we have a new 
DIRECT CONTRACT which, we be- 
lieve, will increase your income. 


A Complete Line of: 
. Life 

. Accident 

. Sickness 

. Hospitalization 

















All replies confidential. 
Write today to: 


J. DeWITT MILLS, 
Superintendent of Agents 


MUTUAL SAVINGS 


MINEWUMCE 
812 Olive St. — Arcade Bldg. St. Louis 1, Mo. 
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Teachers Taught 
by Dayton Agents 
Give Testimonials 


Members of the Dayton Assn. of 
Life Underwriters received some in- 
teresting written comments from school 
teachers at the close of a day in which 
they entertained 40 teachers and edu- 
cated them on life insurance matters. 
Some of the sentence testimonials went 
as follows: : 

Highly informative, never thought of 
the agent as being similar to a teacher, 
found life insurance companies are es- 
sential to the upbuilding of our coun- 
try. Came anticipating boredom, but 
found your institute not only interesting 
but also informative. Enjoyed the 
speeches which were short, snappy and 
to the point. Provided much needed en- 
lightenment of laymen. I regret I did 
not have insurance explained to me 
when I was younger, I hope more 
teachers will be able to hear your pro- 
gram next year. I wondered how the 
time would be used without a boring 
recital of figures, at 3:15 I feel not only 
refreshed but definitely enlightened and 
interested. I didn’t know much about 
life insurance before today and I really 
profited by the different speeches. I 
am going home to try to sell my hus- 
band on a retirement policy; that is 
something I didn’t know was _ neces- 
sary before today. It certainly en- 
couraged me to check into our insur- 
ance program to see if it is adequate 
for our situation. We were so biased 
on insurance and we are going away 
with a changed opinion of the insur- 
ance man: I was a little confused as to 
how this was so important a business, 
you have cleared up many problems. 
Until today when I had to sit and hear 
about insurance I was puzzled as to 
what it was all about and I resolve to 
check my policies and take on a new 
kind for my particular case. Evidently 
your program has been a huge success 
because we are still here and attentive 
to the last. ' 

Various charts furnished by Institute 
of Life Insurance were used by the 
association along with three strip films, 
a movie and three question and answer 
periods. ‘ 

A test of restraint developed during 
the program. One lady requested the 
name of a company from which she 
should buy some retirement income 
insurance. She was given no hints and 
told she would have to select one her- 
self. 


Springgate Made U. S. Life 
Manager at Chicago 


United States Life has appointed Don- 
ald V. Springgate regional manager of 
’ the group division 

at Chicago, with 
office in the Insur- 
ance Exchange 
building. The com- 


pany already has 
group offices _at 
New York City, 


Newark, Buffalo- 


NLRB Report on Old Line 


WASHINGTON—Old Line Life of 
Milwaukee should bargain with insur- 
ance employes local 65, Associated 
Unions of America, according to a 
recommendation by C. W. Whittemore, 
NLRB trial examiner, who has just 
filed an intermediate report. The re- 
port is subject to possible revision by 
the board. 

Whittemore also recommended that 
the company be ordered to offer rein- 
statement to 18 named individuals and 
pay wages lost by 13 others who were 


out on strike and later reinstated; to 
make available to the board its records 
to show amounts of back pay due; on 
request to bargain collectively with the 
union; and to “cease and desist from in 
any manner interfering with, restraining 
or coercing its employes in the exer- 
cise of rights guaranteed by the national 
labor relations act.” 





Andrew G. Dickinson, who recently 
was appointed manager for Capitol Life 
at Dallas, held an open house in his 
newly - completed office. Thomas F. 


Daly, II, vice-president and director of 
agencies, attended. 


Casper New Publisher 


Thomas J. Casper has been named 
publisher of the Spectator, which is a 
unit in the Chilton Co. of Philadelphia. 
He has been handling sales and sales 
promotion in central Pennsylvania for 
American Standard Corp. Prior to that 
he was with the automotive division of 
Chilton Co. He was a lieutenant com- 
mander in the navy during the war. 





meeting the manpower problem. 


money ahead for years to come. 


Dictating and transcribing 
are E-A-S-I-E-R 





Rochester and 
Washington, PD. C 

Mr. Springgate | 
has had 5% vears’ | 
experience in group | 
sales and 





service | 
work in New York 
with John Han- 
cock, then with a firm of group con- 
sultants, and most recently with State 
Mutual. He served three years in the 
army air force. 

The office will be in the Insurance 
Exchange building in conjunction with 
Engelhard & Co., general insurance 
agency which represents U. S. Life. 


D. V. Springgate 





: Travelers has opened an agency serv- 
Ice office at Lubbock, Tex., for fire 
and casualty lines, and has announced 
intentions later to enlarge the office to 
contain a life insurance department. 





AUDOGRAPH sales and service in 180 principal cities 
of the U.S. See your Classified Telephone Directory— 
under “‘Dictating Machines.” Canada: Northern Elec- 
tric Company, Ltd., sole authorized agents for the 
Dominion. Overseas: Westrex Corporation (export 
affiliate of Western Electric Company) in 35 foreign 


countries. 


TRADE MARK “AUDOGRAPH" REG. U.S. PAT. OFF, 


HUDOGRAPH 


to offset the threat of a personnel shortage! 


With the urgent needs of the Defense Program 
imposing a steady drain on business personnel, 
now is none too soon to provide the means of 


In the field of business communications, 
AupocraPH dictation provides the means of 
increasing personal and office output. For the 
Added Business Capacity of AUDOGRAPH en- 
ables you to streamline your correspondence- 
handling all along the line. Prominent users of 
AubocraPH report office volume output main- 
tained despite personnel losses as high as 30%. 


The pressure to produce is with us now! Before 
it imposes a serious threat to your manpower, 
mail the coupon as the most important step you 
can take for continuing to get things done 
in volume and efficiency. You’ll be time and 





NOW...as never before... you need 


Added 


Business 


Capacity 





We regret that we cannot always deliver AUDOGRAPHS 
without delay. But demands have exceeded all prece- 
dent ... and these days we’re also devoting much of 
our efforts and raw materials to national defense 
work. So—if you’re waiting for delivery of your new 
AUDOGRAPHS — won’t you please be patient? You'll 
find them well worth waiting for! 
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THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONNECTICUT 


Send me Booklet 5-H—''Now We Really Get Things Done!" 


ELECTRONIC 
SOUNDWRITER 
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Hike NSLI Appropriation 

The independent offices appropriation 
bill for the fiscal year of 1952 recom- 
mended to the house includes $66,795,000 
for National Service Life, an increase of 
$35,195,000 over the 1951 appropriation. 
Also included is $6 million for the VA 
for military and naval insurance, in- 
cluding war risk and USGLI payments, 
a decrease of $830,000 from the 1951 
appropriation. 


Won't Renew IWO License 


HARTFORD — The Connecticut de- 
partment has stated that it will not re- 
new the license of International Work- 
ers Order pending outcome of a suit 
brought by the New York department 
and now in the New York supreme 
court. The New York action is for a 
court order to dissolve the fraternal on 
grounds of subversive and Communist 
activities. 


Insurance Stocks Good Buy 


Hartford insurance companies are “the 
most efficiently managed industries in 
the world today” and their stocks are 
an excellent investment, the women’s 
financial forum of Hartford-Connecticut 
Trust Co. was told by Samuel S. Rod- 
man, vice-president of the company, He 
advised some 200 women attending the 
form that insurance companies fit all the 
requirements for sound investment. 


Installs Letter Writing Course 


United States Life has installed a 
course on “How to Write Better Busi- 
ness Letters” for its home office em- 
ployes who correspond with policyown- 
ers and agencies. The course is being 
conducted by R. W. Smiley Associates. 
Carbon copies of letters are submitted 
for constructive suggestions on how to 
improve them. 





lV] Health 
lV] Accident 
Vv] Hospitalization 


Reimbursemen} 


Registered Life Protection 


Theo. P. Beasley, President 








[Y] Medical ang Surgical V] Brokerage 


Republic National 


Life Insurance Company 


Life insurance in force exceeds $310,000,000.00 





lV] Group 
V) Salary Savings 
lV) Fr anchise 
lV] Wholesale 







Vv Reinsurance 






Home Office: Dallas 








GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 





A. & H. Premiums in 
California Shown 


The California A. & H. premiums 
set forth here are shown on a direct 
writings basis and losses on a net in- 
curred basis, except for reinsurance com- 
panies in which case net premiums 
written and losses incurred are reported. 
Losses for Atlas Life, Golden State 
Mutual, Guarantee Mutual, Inter-Ocean, 
National Travelers, North American 
Accident, Northwestern National, State 
Mutual, Supreme Liberty, United of 
Chicago, and Union Mutual Life were 
not available on an incurred basis and 
are reported as net losses paid. The 
premiums total $104,751,677, while the 
losses amount to $68,099,665. 


ACCIDENT & HEALTH 


Direct Net Losses 
Writings Incurred 





Accident & Casualty 29,157 4,107 
Aetna Casualty ........ 5,130 1,572 
Aetna Life Ins. Co...... 8,491,644 6,726,350 
BO rere ree —_— ~-exanne 
Amer. Automobile ..... 995 530 
Amer. Casualty ......... 51,418 24,593 
Amer. Employers 20,872 10,283 
Amer. Guarantee ...... © 62  wesece 
Amer. Motorists 549,739 364,174 
Amer. Mut. Liab.. 85,575 22,243 
Amer. Surety .......... 34 

Amer. Bee. .26cccseses 

Associated Indem. 

MUIOR DEO 6 o.0:0:4.0:0.b:0:0.0:5:0 


Bankers Indemnity .... 
Bankers Life, Ia........ 
Beneficial Standard 
Ben. Assn. Ry. Empl.... 
i eh aia 6 eRe A ks 
California 
Cal.-Western States 


























Car & General...... 199 = aves 
Central Life, Ia. 20,671 7,992 
Central Surety ......... 667 2 
Century Indemnity ..... 5,140 469 
Citizens Life & Cas..... 236,942 54,329 
Columbia Casualty ..... 21,604 10,589 
Columbian National .... 376,600 285,281 
Columbus Mutual ...... — 860s awe 
Commercial Cas. ....... 136,285 55,865 
Conn. General ......... 3,014,317 2,244,020 
Constitution Life ...... 1,006,984 381,149 
Continental Assur. -- 264,709 165,796 
Continental Cas. ....... 3,663,067 1,927,143 
Employers Liability .... 43,380 14,614 
Employers Mut. Liab... 241,418 187,704 
Employers Reins. ...... 111,638 18,797 
Equitable Society ...... 2,884,766 1,859,245 
Farmers Exchange ..... 19,449 6,997 
Federal Life ........... 887,070 689,997 
Federal Life & Cas..... 194,636 40,486 
Fidelity & Casualty..... 257,244 36,321 
Fidelity National ...... 390,807 98,570 
Fireman’s Fund Indem.. 495,449 195,788 
MOOS ois 6 a nesiewees 131,384 1,574,816 
Franklin Life 15,801 28,636 
General Accident 235,222 119,369 
General Amer. Life 121,683 86,298 
General Reins. ......... 45,215 26,635 
General, Tex. .......... > i i wasene 
Glens Falls Indem. ° 28,337 6,585 
Globe Indemnity ...... 69,677 31,943 
Golden State Mutual.... 1,214,343 494,223 
Great Amer. Indem..... 45,239 17,330 
Great-West Life 221,205 199,894 
Guarantee. ......... 7,397 6,191 
Guarantee Mutual ; 14,173 1,623 
Guaranty Union ........ 401,445 273,476 
Hardware Mut. Cas...... 525,935 355,630 
Hartford Accident ..... 290,083 137,575 
Hearthstone ........... 9,239 1,272 
Home Indemnity ...... 11,068 3,099 
Income Guaranty ...... 58,779 42,490 
Indemnity of N. A...... 94,114 38,050 
Independence .......... 20,121 15,943 
Intercoast 936,783 727,166 
Inter Ocean ..... 103,397 30,900 
Interstate Assur. 24,10 6,599 
John Hancock ......... 3,291,234 2,485,371 
Liberty Mutual ........ 467,392 478,274 
Lincoln National ........ 380,186 324,423 
London & Lanc. Indem.. 81,847 36,646 
London Guarantee ..... 10,289 4,349 
Loyal Protective ....... 241,509 83,452 
Lumbermen’s Mut. 930,790 673,491 
Manufacturers Cas. —_—  eemane 
Maryland Casualty 195,385 54,774 
Mass. Bonding 432,142 181,036 
Mass. Indemnity ....... 622,932 189,100 
Mass. Mutual .......0¢. 151,196 105,904 
Mass. Protective ....... 636,756 300,889 
Merchants Indem. ..... ree 
Metropolitan Casualty 152,127 50,945 
Motropolitan ....c..eces 4,595,513 3,125,288 
Monarch Life, Mass..... 481,581 205,884 
Mutual Benefit H. & A.. 5,323,595 3,185,477 
National Casualty 823,555 
ae re 
National Travelers 70,927 
New Amsterdam Cas.... 15,089 2,494 
WeOWOTK Fire .occcccess |; CTT 
North Amer. Acc....... 379,942 183,176 
No. Amer. C. &-S. Re... 143,947 4,098 
is A, TARR p ccccens 32,858 10,956 
Wrertbere TALS .ceccecee 424,462 175,504 
National L. & A........ 705,028 261,700 
Northwestern Life ..... 9,139 3,063 
Northwestern Natl. 97,291 97,793 
Occidental Life, Cal..... 8,062,053 6,271,333 
Ocean Accident ........ 122,558 44,843 
Ohio Casualty ......... Sl re 
Ohio State Life......... 22,678 7,912 
GUA Time. TARR 6c sc siascss 1,659 1,149 
Old Republic Credit..... ss T  arcasave 
Order of Ry. Empl...... 485,484 250,571 
Pacific Employers ..... 250,994 134,201 
Pacific Indemnity ...... 27,119 21,348 
Pacific Mutual Life - 5,057,297 3,866,550 


Direct Net L 








Paul Revere Life....... 649,978 308,454 
Phoenix Indem. .......-- 59,175 19,873 
Preferred Accident ..... , 27,037 4,284 
Prudential ...:.... ae 4,129,099 2,948,644 
Provident L. & A....... 504,811 260,95) 
Ranier National ........ 775 2 
Reliance Life ........-- 115,157 67,303 
Reserve Life ..........-- 1,050,983 236,553 
Royal Indemnity ....... 58,024 28,115 
St. Paul-Mercury ........ 58,024 28,115 
Security L. & A......... 245,238 138,331 
Security Mutual, N. Y... 9 69 
Standard Accident ..... 695,079 260,245 
State Mutual Life....... 72,851 49,706 
Sterling~ ..ccsccccccccces 451,696 166,175 
Sun Indemnity ......... 5,315 235 
Sunset Life ...........- 2,910 287 
Supreme Liberty Life... 37,380 3,636 
Travelers Ins. Co........ 6,451,179 5,489,565 
Union Mutual Life...... 8,83 1,562 
United Benefit Life..... 721,516 391,373 
Oo a roo 499,007 99,519 
United National Indem.. 259 / Le 
United Pacific ......... 143,403 86,447 
U. S. Casualty........¢. 1,116 13,611 
U. 8. F. & G...cccccceee 84,089 36,129 
U. S. Guarantee ....... 1,39 15 
Unity Mutual L. & A.... 849,988 239,537 
Utica Mutual .......... 27 ose 
Washington National 1,894,050 932,783 
West Coast Life ....... 473,282 280,271 
Western Cas. & Sur..... 2,694 510 
Westland Life ......... 405,397 111,753 
Western Travelers 25,137 18,299 
Woodmen Accident .. 377,319 114,454 
Woodmen Central ...... 59 84,293 
Werk nccccnscccccccece 1,023,526 354,680 
Durich ..cccccacccsccce 1,256,844 1,078,787 


Harrington Is Appointed 


Formal announcement of the appoint- 
ment of Charles Francis Joseph Har- 
rington, former Massachusetts insurance 
commissioner, as executive vice-presj- 
dent and main headquarters executive of 
National Assn. of Casualty & Surety 
Agents has now been made. His head- 
quarters are at 112 Water street, Bos- 
ton. 


Plan Chicago Pension Forum 


Chicago Life Insuranee & Trust 
Council is presenting a program on pen- 
sions May 15. C. F. Wickenden, 
Wickenden, Morss & Associates, will 
speak on self funding of pension plans 
and Henry E. Blagden, 2nd _ vice-presi- 
dent and associate actuary Prudential, 
will speak on insuring of pension plans, 


Griffiths Made Supervisor 


The George P. Shoemaker agency of 
Provident Mutual Life at New York 
City has appointed John D. Griffiths as 
supervisor. 

Mr. Griffiths for three years has repre- 
sented Connecticut Mutual in northern 
New Jersey and New York City. A 
veteran of the air force, he had previ- 
ously been with General Cigar Co. and 
Erie Railroad. 


Publishes Underwriting Guide 

An underwriting guide for managers, 
designed to help them anticipate un- 
derwriting requirements and_ probable 
action for a wide range of medical im- 
pairments, has been published by Great- 
West Life. The booklet treats 307 im- 
pairments, discussing each in terms of 
its nature and significance. The guide 
was compiled by Dr. F. A. ‘L. Mathew- 
son, medical director, and J. E. Mor- 
rison, underwriting executive. 


Food Fair Stores, Inc., has placed 
with Mutual Life $545,000 of 20-year 
mortage bonds, representing long-term 
financing of part of the costs of new su- 
permarkets at Miami and Fort Lauder- 
dale, Fla. 





W. R. Goode, 
well known in life 
insurance advertis- 
ing circles, has left 
his post as adver- 
tising manager of 
Provident Life & 
Accident to join 
the staff of United 
of Chicago. Mr. 
Goode started with 
Continental Life of 
St. Louis in 1926 
and in ‘1929 trans- 
ferred to Mutual Trust Life where he 
became director of field service. e 
joined Provident L. & A. in 1945. 
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308,4 e Mass. Protective Inc. ... 397,637 167,006 Republic National Life . 127,145 . . * sae . 
4 simp Metropolitan ........... 5,115,797 3,199,516 Reserve Life .......... 736,801 - 914,503 Essential Activities List 
4,24 . A Sh Metropolitan Cas. ...... | 31,522 ee Wen eG A. .......---. : 2, 
oo 2,948,644 Indiana re own Michigan Life ......... 114,686 93,948 Rockford Life ......... Cy irre ; . WASHINGTON — Insurance has 
ae 260,858 Michigan Mut. Liab. . 1,588 1 5 leg lla a 3592 been eliminated from the list’ of essen- 
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A Vicious and Futile Bill 


There is pending in the Illinois legis- 
lature a bill that is particularly objec- 
tionable to the life insurance business 
in that it goes far beyond reasonable 
regulation and attempts to invade what 
is obviously the field of management. 
This bill would make it mandatory for 
a company that rated up an applicant 
to give him a written explanation of its 
reasons for doing so. 

Freedom to accept, reject, or rate up 
risks that are offered is fundamental to 
the insurance business. The Illinois bill 
is peculiarly vicious in that it could 
accomplish nothing, unless its backers 
have a grudge against the life com- 
panies and want to discomfit them even 
though thereby doing far more harm to 
persons who need insurance and are 
willing to buy it even at higher than 
standard rates. 


The bill could not force any company 
to grant standard insurance to sub- 
standard risks. If a company had an 
application from a man deemed to be 
ratable for a reason that might be re- 
garded by the applicant as libelous, it 
would have no choice but decline the 
risk. Such a law could very well mean 
the end of substandard business in 
Illinois. 

It should be remembered that while 
insurance is regulated in the public 
interest it is not a public utility. It is 
part of the free enterprise system and 
will maintain its greatest value to the 
public if it is not subject to laws of 
the type we have been talking about. 
A logical next step, if such a law were 
enacted, might well be to require 
written explanations of declinations as 
well as ratings. 


Personal Insurance Concept Advances 


This year the life insurance business 
seems very much aware that it might 
accurately be called the personal in- 
surance business. The increasing inter- 
est of the life insurance companies in 
the A. & H. field was demonstrated at 
the outstanding A. & H. meeting of 
L.I.A.M.A. at Chicago. The birth and 
early promise of the important new 
A. & H. committee of National Assn. 
of Life Underwriters shows that the 
agents are aware that they now have 
much more to sell than life insurance 
alone. 

There are evidences that eventually 
almost all life insurance companies will 
be offering personal casualty covers. 
There are now twice as many 
L.I.A.M.A. member companies that 
write these coverages as did five years 
ago. The number of life companies 
entering the A. & H. field and re- 
entering the disability income field is 
growing rapidly. 

With this growth it has become ob- 
vious, as Charles J. Zimmerman, 
L.I.A.M.A. associate managing direc- 
tor, said at Chicago, that though much 
progress has been made in meeting 
needs in this field, much more remains 
to be made. Mr. Zimmerman com- 
mented, “Types of coverage offered are 
not entirely adequate. Some segments 


of the market are not being adequately 
served. The entire benefit and com- 
pensation structure should be _ reex- 
amined. It is axiomatic that if the 
seller receives more than he earns, the 
buyer receives less than he deserves. 
The trend toward graded and away 
from level commissions. is increasing. 
Entrance into the A. & H. field creates 
many problems for a life insurance 
company and its field force. The solu- 
tion of these can be speeded up by 
drawing on our experiences in the dis- 
tribution of life insurance.” 

It is obvious that these problems are 
not company problems alone and the 
presence at the L.I.A.M.A. meeting of 
N.A.L.U. representatives such as John 
Lenhart, Great-West Life, Cleveland, 
chairman of the A. & H. committee, 
President John D. Moynahan and Wil- 
frid E. Jones, director of public rela- 
tions, makes it clear that the producers 
of the nation intend to have a voice in 
A. & H. determinations and play a part 
in. training themselves for the A. & H. 
job. 

The individual insurance field prom- 
ises to grow more like the group field 
where casualty and life coverages are 
sold together and treated as a unit. No 
producer would think of offering group 
life alone. . 


Imitated but Not Equaled 


Sometimes you don’t fully appreciate forms of investment and saving to emu- liquidation is the easier basis of selling, 
what you’ve got until you see somebody late the compulsory savings feature of 


else try to copy it. 


The effort of other Jife insurance is an example that ought 


to heighten the appreciation of life in- 
surance men for this feature of their 
calling. 

No other lines of business have done 
so well with it as life insurance, vali- 
antly though they have tried. One of 
the earliest was savings bank life in- 
surance. The savings banks in Massa- 
chusetts early in this century saw the 
possibilities of effecting a closer rela- 
tionship between depositor and bank by 
setting up life insurance departments. 

The banks hoped, and with good rea- 
son, that the regularity of life insurance 
premium payments would cut down the 
extremely high turnover of savings ac- 
counts. The system worked so well 
that the banks were more than willing 
to give their life insurance departments 
a free ride for the sake of the good 
effect in bringing in and conserving 
business for the savings departments. 

The same desire is back of the insured 
savings plans that have been springing 
up in a number of states where laws 
permit such plans. Get the customers in 
the habit of making deposits regularly 
each month and a large share of the 
new-business problem is solved. 

Investment companies of various 
types, from those catering to the excep- 
tionally well-heeled down to those seek- 
ing the trade of the smallest investors, 


attempt to apply this principle of egy. 
larity of deposit or purchase. 

And of course, the war bond pyro 
grams, present and past, have may 
every effort to line up buyers wh 
would agree not just to buy whe 
solicited but to put a definite amount g 
money into bonds each month. 

None of them has been so succegsjy 
as life insurance, however. For life 
insurance has a great additional con. 
pulsion: The man who quits may fy 
depriving his family not just of wha 
he would be depositing from now untj 
he decides—as he thinks he will—p 
resume his program. He may & 
depriving them of the tremendous ep. 
hancement of his estate that would o. 
cur should he die in the near future, }y 
addition, he realizes that if he quits he 
may not be able to pass the medica 
examination. 

Many people have the same attitud 
toward their life insurance that ,; 
father of a large family had about his 
children: He wouldn’t give a nickel fo 
another but he wouldn’t take a million 
dollars for any of those he has. 

Life insurance not only has the ad. 
vantage of compulsory savings but oj 
a uniquely powerful form thereof that 
has become the envy and despair of all 
imitators. 








PERSONALS 


Approximately $18,000 has been raised 
thus far by the life insurance division 
of the United Jewish Appeal at New 
York headed by Clarence Oshin, Home 
Life of New York, and Isidor Siegel, 
Metropolitan ‘Life. 

Gladys Brockus, California - Western 
States, Corpus Christi, Tex., who quali- 
fied for the Million Dollar Round Table 
in 1947, being the first woman from 
Texas and the fourth woman in the na- 
tion to win that honor, has been married 
to Robert MacDonald of Dallas, who 
is also in the insurance business. 

Thorpe B. Isaacson, general agent for 
Lincoln National at Salt Lake City, has 
been reappointed to the board of trus- 
tees of Utah State Agricultural Col- 
lege. 

Lawrence R. Blanchard, sales promo- 
tion manager for Paul Revere Life, was 
married to the former Ernestine Wilkins 
at Sebago Lake, Me. 

Carl W. Kleifgen, Metropolitan, led 
a cancer drive by 200 St. Paul life 
insurance men. 











Discuss Business Insurance 


“Business Life Insurance, the Buy and 
Sell Agreement” was discussed before 
the Los Angeles C.L.U. chapter by Dan 
Brigham and Hal Van Cleve. 

Mr. Brigham held that keyman stock 


taking up cases where the situation in- 
volves three or more individuals, and 
also where unscrambling through a di- 


vorce case is involved. Another prob- 
lem is created where one man is unin- 
surable. 

Mr. Van Cleve cited the case of a cor- 
poration where three men hold equal in. 
terests. In any case the idea is to get 
money in the hands of the executor. He 
said the client should know the calev- 
lated risk and that the agreement should 
be drawn by a competent attorney. 


Group Plans Are Studied 


WASHINGTON—Thomas L. Kane, 
the Defense Department insurance 
director, is awaiting submission of a 
new draft group insurance plan for 
use in connection with defense contracts, 
It is not that the plan submitted some 
time ago by group interests, which was 
based largely on the plan used during 
the last war, is unsatisfactory to the 
Defense Department, Mr. Kane aid, 
but there is a desire to see if some 
better plan might possibly be developed. 


Mass. Insurers May Fund Garage 


The committee on insurance of the 
Massachusetts legislature has approved 
with dissent of three members a special 
bill to allow Massachusetts life insur- 
ance companies to invest in a proposed 
underground garage for Boston Com- 
mons. The pending legislation for con- 
struction of the $12 million garage pro- 
vides for a 40 year lease between opet- 
ators and the city of Boston. Insurance 
companies are barred from _ lending 
funds on leaseholds of less than 50 
years, so the permissive legislation was 
necessary. Massachusetts insurance 
companies are expected to _ provide 
$4,500,000 of the first mortgage for the 
garage. 
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~__ DEATHS 


DR. H. CLIVE McALISTER, medi- 
cal director of Lincoln National Life, 
was among those 
killed when a 
United Air Lines 
plane exploded as’ 
it approached Fort 
Wayne. Dr. McAl- 
ister graduated 
from University of 
Toronto, where he 
obtained his medi- 
cal degree. After 
four years in the 
Canadian army 
medical corps in 
the first world war 
he entered private 
practice in Winn 

g, later joining the medical faculty of 
the University of Manitoba. In 1921 
he joined Northwestern Life of Win- 
nipeg as medical director. He went to 
Lincoln National in 1926 as_ assistant 
medical director. Dr. McAlister was 
returning from the Canadian Medical 
Directors Assn. meeting in Montreal 
when the accident occurred. 

G. CLYDE BALDWIN, 67, for many 
years general agent for Northwestern 
\utual Life at Great Falls, Mont., died 
at his home there. Mr. Baldwin resigned 
his post as general agent in 1947 but 
had continued as a producer for the 
company. After working as a civil en- 
gineer, Mr. Baldwin joined Northwest- 
ern Mutual more than 30. years ago at 
Boise, Ida. He became general agent 
at Great Falls in 1930. He is past presi- 
dent of the Great Falls Life Under- 
writers Assn. 

ALBERT B. UTTER, 78, died at his 
home at Springfield, Ill. He was for 
many years an employe of Franklin Life 
at Springfield and in 1900 became chief 
claims adjuster for that company. He 
at one time was executive vice-president 
of State Mutual Insurance Co. of Rome, 
Ga. For 22 years he had been vice- 
president of Security Federal Savings & 
Loan Assn. at Springfield. 

JOSEPH F. NEIBURGER, 51, pres- 
ident of Old Equity Life of Gary, Ind., 
died in Michael Reese hospital, Chicago, 
where he had been confined for some 
time by heart trouble. Mr. Neiburger 
was at one time with Continental Cas- 
ualty, with Guarantee Reserve Life of 
Hammond, Ind., and American Casualty 
of Dallas. He became president of Old 
Equity, an assessment company, in 
1948. Last year the company was or- 
ganized as a stock company. Mr. Nei- 
burger is succeeded by his son, Orrin 
M. Neiburger. 

E. S. RUNNELLS, 74, who retired 
as vice-president and director of West- 
ern & Southern Life in 1949, died at his 
home in Cincinnati. He had been with 
the company 40 years. He was a 
brother-in-law of C. F. Williams, chair- 
man, 


_WALTER T. MOTT, 76, a cashier for 
New York Life 43 years, died at Syra- 
cuse, N. Y. He retired in 1942. 


OBSERVATIONS 


Common Stock Overestimates 


Various elements of the financial press 
have made overestimates of the amount 
of money which can be put into common 
stocks by life companies as the result of 
the recent New York legislation permit- 
ting domestic companies to invest one- 
third of surplus or 3% of assets in them. 

These estimates have run as high as 
$1% billion. These estimates got so out 
of line that the New York department 
recently estimated that the new law 
would permit domestic life companies to 
imvest about $480 million in common 
Stocks. 

A possible original source of error was 
the estimate in the booklet submitted by 
the life companies at the time they re- 
quested the legislation which indicated 
that their equity holdings could poten- 
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tially rise to $1,191 million. By that fig- 
ure however, they referred to all life 
companies in the U. S. The $480 million 
figure applies only to domestic com- 
panies. 

Actually both figures are probably far 
too large. The largest companies in 
New York are not interested in the com- 
mon stock proposal. The others will 
probably not use their authority to the 
maximum extent in any event. If out of 
state companies undertake a moderate 
expansion of their common stock hold- 
ings in substantial compliance with the 
law, and if domestic companies, exclud- 
ing Metropolitan and Equitable, go into 
them to the maximum, the figure may 
be about $500 million. 

For some years to come, however, the 
equity holdings of domestic companies 
are expected to be much lower than the 
permitted amount. 


Credit Life Volume Holds 


Although group credit life salesmen 
have their fingers crossed about the 
second half of the year, they report 
that credit restrictions as of mid-April 
have had no appreciable effect on the 
volume of group credit life in force. A 
big factor in the sustained credit life 
volume has been the maintenance of 
new car production above the 1950 total 
and estimates that this will continue 
through June. Some television and ap- 
pliance dealers have had sales cutbacks 
but this has caused no appreciable de- 
cline. 

There may be a dip in the latter part 
of the year but based on present con- 
ditions this will be caused by lack 
of supply of goods rather than by 
credit restrictions. 

An increasing number of banks are 
going into the consumer credit field 
or are expanding their activities in it. 
Their education to the values of group 
credit life and much greater interest in 
it has served to support a good volume 
of consumer credit. 

A secondary factor tending to main- 
tain consumer credit is that restrictions 
on inflationary loans by commercial 
banks has drawn some of their attention 
to the consumer credit field as an in- 
vestment outlet. 


No Change in Equity Views 

There has been no official confirma- 
tion of rumors originating in the New 
York press to the effect that Metro- 
politan Life and Equitable Society have 
Overcome their aversion to common 
stocks through the purchase of $60 mil- 
lion of 3% debentures of Republic Steel 
that have a feature allowing them to 
be converted into common stocks. The 
report is not given much credence since 
both life companies have previously pur- 
chased debentures having convertible 
features without using the option. 

The money will be used as part of a 
$75 million expansion program of the 
steel corporation which is intended to 
add almost 700,000 net tons to its annual 
ingot capacity. 


Heart Trouble Kills 50% 


According to the Institute of Life 
Insurance report on 1950 death rates, 
heart disease, long recognized as the No. 
1 killer, accounts for even more deaths 
than previously attributed to it. This 
report is made for the first time on the 
basis of the new reporting system for 
cause of death. Under this new system, 
the death rate among ordinary policy- 
holders from combined cardiovascular- 
renal diseases was down last year from 
1949. However, this rate was materially 
higher than the rate that would have 
been projected under the old reporting 
system. The increase in the heart dis- 
ease total due to revising the basis was 
found to be nearly the equivalent of all 
deaths from automobile accidents. More 
than half of all deaths among ordinary 
insurance policyholders were found to 
be heart disease of one form or another. 








Liberty National has named L. S. 
Evins manager at Memphis. He has 
been with the company at Valdosta, 
Ga., since 1928. 


Texas House Passes Bill to 
Clarify Insurable Interest 


A measure that would clarify and sub- 
stantially liberalize the Texas law gov- 
erning insurable interest has passed 
the lower house. It would provide that 
a person of legal age may name bene- 
ficiaries or assignees of his choice with 
respect to existing and future insur- 
ance policies on his life, which desig- 
nated beneficiaries or assignees would 
be held to have an insurable interest in 
the insured’s life. 

The Texas insurable intrest law is 
unclear on some points and frequently 
results in litigation, which it is believed 
the proposed law would largely elim- 
inate. 





Summer Fellowship Plan 


Members of American Assn. of Uni- 
versity Teachers of Insurance have 
been supplied with application forms in 
connection with the summer fellowship 
program. Fire, life and casualty com- 
panies have agreed to accept a limited 
number of teachers as fellows during 
the summer. The period of ‘fntern- 
ship” ranges from four to six weeks and 
the companies will pay the transporta- 
tion expenses and will give the pro- 
fessors $60 a week. A procedure for 
sifting the applicants has been set up, 


but the individual companies will make 
the final decision on the selection. The 
program will be adjusted to the interests 
of the individual professor. He will de- 
vote much of his time to interviews and 
attending committee meetings. Each 
professor will have a company adviser 
who is an Officer. 


Hear Murphy at Milwaukee 


Gerald J. Murphy spoke at the May 
3 meeting of A. & H. Underwriters, 
Milwaukee, on “Six Rules for Success.” 
Mr. Murphy is with Time at Milwaukee, 
and was the winner of the Lebby-Gor- 
don memorial essay contest of sales 
ideas sponsored by the International 
Assn. of A. & H. Underwriters for its 
forthcoming portfolio of sales ideas. 


Portland Veterans Honored 


Harold P. Drake, manager for Equit- 
able Society at Portland, Ore., honored 
18 agents and employes of the company 
with 20 years or more of service. A 30- 
year emblem was awarded E. T. Mal- 
quin. 





Touchstone Joins Federal 


John C. Touchstone of Dallas, who 
has been with American National and 
Occidental Life of California, has been 
appointed agency supervisor for north- 
east Texas by Federal Life. 
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Assets over $43,000,000 oe 





Insurance in Force over $195,000,000 


RUNNING YOUR OWN SHOW 





Neg <9 


Are you a good worker? A good manager? A good producer? If your 
answer is “tyes” to all three questions, then you are definitely running 
your own show. The big question is, “are you getting paid for it?” 


Western Life believes that a fieldman whose self-management and _ self- 
motivating ability produce above average volume should be rewarde<| 
accordingly. That if you can work without a middleman, you have every 


right in the world to make his profit yours. 


If you can stand on your 


own two feet and enjoy it—if you like the idea of getting paid for your 
real worth—if vested renewals and a company pension plan appeal to you 
—then check with. Western soon. You might qualify for one of our open- 
ings as a personal producing General Agent. Your Manager's or General 


Agent’s recommendaiion will help. 





R. B. RICHARDSON, Pres. 
LEE CANNON, er /, 


Write or wire: Western Life, Western Life Bidg., Helena, Montana 
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St. Louis, James W. Tarter at Chi- reasona 
cago, Harry C. Trent at Charleston and war lim 
Hugh W. Watson at Toronto. quests t 
; A a des 4 
Penn Mu a and F. A. Bullion has been appointed s . ” 
tual Names Grant superintendent at Brownwood, Tex. Occidental Promotes Smith, New England Mutual - 
General Agent at Miami DuBois, C =a ‘ McGuire to Agency Chiefs Makes Many Changes broker. 
Villj ‘ ubBois, Campbell Na 7 : More 
W — i. oom has been appointed sf IP med at Occidental Life of California has .. New England Mutual has increasg eeu 
general agent of Penn Mutual at Miami Dgllas by Minn. Mutual named Joseph A. McGuire general agent limits for both company retention ang - ility 
to succeed Richard P +7 : : for reinsurance on life and end disability 
SP : : at Cedar Rapids, Frederick I. Smith A ndowment § The com 
pa omeroy, III, Henry W. DuBois and David W. manager at Davenport Stewart J. plans. Maximum amounts, including 1 e 
resigned. . | Campbell have been appointed general Campbell, brokerage manager at Cleve- reinsurance, are: Ages 0-14, $100,009: a cae 
He is a native of agents in Dallas and surrounding terri- jand and Carl G. Holden brokerage 15-19, $125,000; 20-24, $200,000; 25-59 aires 
Seattle and entered tory tor Minnesota Mutual Life. manager at Grand Rapids. Earl J. $300,000; 51-55, $225,000; 56-60, $150,000: ard the 1 
life insurance after Mr. DuBois started in life insurance Christy has been promoted to assistant 1-65, $100,000; 66-70, $50,000. Speciaj me be 
attending Univer- with Massachusetts Mutual Life. After manager at Detroit and Robert M. class limits also have been revised, dea re 
sity of Washington. army service he joined New England (Clark becomes assistant brokerage man- The company will now consider ap- or 
He went east and Mutual at Dallas. A C.L.U., he is a ager at Dallas. plications on persons aged 66-70. ac wh 
twas with Penn qualifying member of the Million Dollar Mr. McGuire has been with Metro- A new policy provides the usual New sndemnit 
Mutual at New Round Table. politan Life for 15 years and has been Englander two-, three- or five-year term al comp 
York, After taking Mr. Campbell entered the business in assistant manager in Cedar Rapids protection combined with automatic § jvailable 
the company’s gen- 1948 with New England Mutual. He since 1939. He is a past president of the COMversion to ordinary life, minimum dental 
eral agency course also is a qualifying member of the Mil- agents’ association at Marshalltown, 59,900. cviemnit 
he took charge of lion Dollar Round Table. Ia., where he started with Metropolitan, Policy form has been submitted to vaident 
intl ceed Cin oo. William P. Grant and is a director of the Cedar Rapids imsurance <oporemente for issue of a slated ( 
and Cincinnati. ° ’ fare 10-year term poli nvertibl A 
inal Pa year policy, convertible, n 
He has recently been district manager New Associate Gen’ Agent ier Saitk has been with John Han- "enewable, which does not include aay | 
at San Bernardino for the Frederick A. . Pan-American Life has appointed cock at Chicago since 1939 and as- automatic conversion. The policy will Mass. 
Schnell agency at Los Angeles. During Vincent J. Quartararo associate general <istant district manager since 1941. He € issued between ages 15 and 55 and f Massa 
the war he served in the navy. He is agent .with T. N. has been with Occidental since 1947 as Will contain a change of plan paragraph f) sidering 
past president and organizer of Orange Whitehurst, gener- assistant brokerage manager and ‘as- Which is the same as the renewable |) to 70. T- 
Belt Life Underwriters Assn. He is a al agent, in the east sistant manager at Chicago. He served 10-year term policy: Until the policy | with not 
C.L.U. and has taught in the C.L.U. Texas agency at in the navy. is approved, the company will issue |) no prem 
course at San Bernardino, Beaumont. Mr. Campbell started in the busi- Similar coverage under the New Eng. f) 85; endc 
_The company gave him an_installa- Mr. Quartararo ness at Cleveland with National Life !ander term policy for the 10-year pe.) endowm 
tion dinner April 26 at Miami. President ha s been with of Vermont following discharge from riod, and with automatic conversion at | miums 4 
Malcolm Adam and Vice-President D. South Coast Life at the navy in 1946. He is a C.L.U. and the end of the period to ordinary life 85; sing! 
Bobb Slattery attended from the home Beaumont since has been with Occidental at Chicago. or life pay to 85. | : : mium ef 
office, and Charles Shipley, trustee, was 1947. He = that Mr. Holden joined Aetna Life in 1942 ‘The company will consider jemi ail tape 
present as were General Agents Thomas heath: speek Pee ome- at Grand Rapids and has been super- 
E. Gray, Tampa; Robert W. Bowles, standing producer visor and assistant general agent for - = Rais 
Orlando; Albert M. Avery, III, Jack. OF 1949 and presi- five years. = — —s os 
sonville, and J. Elliott Hall, southern rowed — its Top Mr. Christy has been with Occidental + + + Midlar 
superintendent of agencies. Club for 1950. He , for two years at Glendale, Cal, and = medical 
is a graduate of the VV. J. Quartararo Detroit. Mr. Clark started with Busi- iam to 35 il 
F y ngpietn -.. h ns: pecsbiadsiat ness Men’s Assurance in 1947 and since sm SPELLS SUCCESS ages - 
rankli P dist course, where he was preside 1948 has headed the A. & H. under- same in 
~ groan Tex. _—. re sper ges —— of Beaumont writing department of Reserve Loan F ; ae \MBITIO! age six | 
- D. Squibb, manager of the Rio -\ssn. of Lite Underwriters. Life of Dallas. ; = supportit 
eae Valley a for Franklin Life, or-the A eee ! ee US for men, 
as been transferred to Austin, Tex., * . : li 
as manager. F. M. Carle, satin. end; Names 10 Group Supervisors Kalb Succeeds Correll in -LIFE UNDERWRITER ot 
at Bay City, Tex., has been promoted Travelers has appointed 10 group su- —————————— limited 1 
to manager for the Rio Grande Valley pervisors: Franklin W. Bush at John Aetna Post at Spokane C ance on 
with headquarters at Harlingen. J. J. street, New York; Frank L. Coughlan Aetna Life has named Howard C. QUALITY ompany tive or 1 
Collins, Superintendent in the Rio at Newark, Virgil T. Lester at Dallas, Kalb general agent at Spokane to suc- The Highest Rating . . Mutual and $10,( 
Grande Valley district, has been trans- Milton O. Meyer at Des Moines, Charles ceed Webb J. Correll who has become Over Half Century Expert amounts 
ferred to Austin. L. M. Leath has E. Morris at Dallas, Embry L. Riebel at general agent for Northwestern Life of 0 2 weal mina with a \ 
been appointed superintendent in Austin John street, Fred J. Sudekum, Jr., at Seattle at Spokane. ver SEDRSOS,000 tnewrance that unt 
Mr. Kalb has been assistant general Over $110,000,000 Assets as to Pp 
agent at Kansas City since 1949. He Over $ 9,000,000 Surplus over age 
joined Aetna Life in 1947 at Salt Lake Full Level Premium Basis far as in 
City. Previously he was in the army Sub Standard Underwriting concerne 
OPPORTUNITY and with the war assets administration. Direct H.0. Prem. Collection 
— suet graduated from the L.I.A.M.A. Very Low Net Cost Farme 
school at Chicago. . ‘ a is now | 
s Mr. ae a Hi with ee Life at —— SS full cove 
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reasonable amounts in excess of the flation by boosting the sales of life 
insurance and said daytime interviews 
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war limits, provided the applicant re- 
quests the issue of a policy which in- 
cludes a War and aviation agreement 
and provided the insurance is written 
through a company agent or a preferred 

r. 
sg liberal regulations for the un- 
derwriting of the waiver of premium 
disability benefit have been adopted. 
The company will issue the benefit for 
nearly every policy where the primary 
insurance benefit can be issued at stand- 
ard rates. Underwriting requirements 
for the underwriting of total accidental 
death benefits have been liberalized in 
that a statement. of such benefits in 
force or applied for must be submitted 
only when~morej than $50,000 double 
indemnity is in force or applied for in 
all companies. Dguble indemnity is not 
available in cases: where:the total acci- 
dental death benefits, including double 
indemnity and the principal sum of any 
aceident insurance, in force or contem- 
plated, exceed $100,000. 


Mass. Mutual Writes Oldsters 


Massachusetts Mutual is now con- 
sidering applications of rated ages 66 
to 70. This affects limited payment life 
with not less than five premiums and 
no premium period to run beyond age 
5; endowments and limited payment 
endowments with not less than 10 pre- 
miums and maturing at or before age 
$5; single premium life and single pre- 
mium endowment for not less than 10 
years, maturing at and before age 85. 


Raises Non-Medical Limits 


Midland Mutual has increased non- 
medical limits to $10,000 from ages 1 
to 35 inclusive. The limit of $5,000, 
ages 36-40, remains unchanged. The 
same limits still apply on infants under 
age six months. Limits on single, self- 
supporting females will be the same as 
for men. Married females will continue 
to be limited to $2,500 non-medically. 

Since Sept. 1, 1950, the company has 
limited the plan and amount of insur- 
ance on reserve personnel, whether ac- 
tive or inactive, to $5,000 on single men 
and $10,000 on married men, considering 
amounts in excess of these limits only 
with a war clause. It was announced 
that until further notice all restrictions 
as to plan and amount on applicants 
over age 26 years will be removed inso- 
far as inactive reserve personnel only is 
concerned. 











Farmers & Bankers Life of Kansas 
is now issuing juvenile insurance with 
full coverage granted immediately if the 
age at issue is one year or over. If age 
at issue is under six months the amount 
of insurance will be $250 for each $1,000 
face amount during the first policy year. 





Great-West Life is now issuing single 
premium retirement annuities with max- 
imum maturity value of $100,000 (for- 
merly $75,000) or the amount necessary 
to produce a life income without guar- 
antee of $666 per month (formerly 
$500), whichever is less. 


N.A.LC. Parley Problems 


Word from Boston is that those at- 
tending the insurance commissioners 
meeting at Swampscott, Mass., early in 
une must expect to face a good many 
angularities as far as accommodations 
and facilities are concerned. The New 
Ocean House, which is the headquarters 
hotel, takes only about 250 persons and 
very few aside from the commissioners 
themselves are being put up there. The 
committee is being besieged with re- 
quests for accommodations there, but 
the building is just not elastic enough. 
Next best bet is the Preston hotel about 
amile away, but there will be no meals 
served there and those staying at the 
Preston will have to go to the New 
cean House to eat. Then comes the 
Commuter group that will be in hotels 
at Boston 12 miles away. Probably 
never before has the convention been 
80 split up as this. 











LIFE SALES MEETINGS 





Northern Life Tower Club 
Celebrates Contest Month 


The qualifiers for the Tower Club 
of Northern Life of Seattle met at 
Pasadena, led on the basis of produc- 
tion by R. H. Goodwin, Seattle, club 
president, and E. E. Leighton, Oak- 
land, and P. M. McLeod, Seattle, as 
vice-presidents. Warren Barr, Los An- 
geles; L. H. Cline, Portland, Ore., and 
President D. M. Morgan spoke at the 
opening session. Irving Morgan, execu- 
tive vice-president, presided at two 
business sessions. 

Speakers on the final morning session 
were F.. Ackerman, San. Diego; 
Raman Beatty, Yakima; W. K. Board- 
man, Ketchikan, Alaska; H. G. Hullin- 
ger, H. P. Cannon, Salt Lake City, 
and R. R. Matthews, Seattle. It was 
announced that next year’s meeting will 
be held at Seattle, July 14-18. 

During the company’s drive in honor 
of the president’s 54th birthday, the 
monthly production goal of $5,400,000 
was exceeded and about $7 million in 


new business was written. Those whocompany. Speakers urged fighting in- 


wrote at least $54,000 for the month 
were honored at the Tower Club con- 
vention. 


Midland Mutual Holds 
Convention at Columbus 


Field men from a dozen states at- 
tended the agency convention of Mid- 
land Mutual Life at Columbus. Officers 
and agents of the company provided 
most of the program. Outside speakers 
included B. N. Woodson, executive vice- 
president State Life of Indiana; H. P 
Gravengaard, National Underwriter Co., 
and George A. Saas, Indianapolis ad- 
vertising man. Mr. Gravengaard dis- 
cussed business insurance. The Charles 
E. Sherer agency of Marion was pre- 
sented the President’s Plaque for mak- 
ing the best all-around record in the 
past year. 

President George W. Steinman, in 
opening the convention, recited the his- 
tory of Midland Mutual and declared 
that no agent can be successful unless 
he has enthusiastic confidence in his 





should be obtained from men working 
on night shifts, as then there is no 
television to distract or children to in- 
terrupt. R. S. Moore, manager of agen- 
cies, told how life insurance works in 
time of need. mii os 
Samuel Van Elgort of Long Beach 
discussed present day prospecting and 
Robert F. Lane, Cincinnati, and James 
H. Moorcroft, Detroit, told how to: 
secure interviews in the day in the 
large cities. John Botti of Columbus. 
and Fred R. Edwards of Toledo ex- i. 
plained their methods for getting day- 
time interviews in medium-sized cities 
and Paul C. Dietz of Bellevue and Hugh 
Christman of Eaton explained how to 
accomplish this in rural communities. 
J. E. Fusco and E. P. Tice, Jr., took 
part in a panel on business insurance. 
Mr. Moore and Jack P. Smith of 
Columbus explained the company’s new 
sales kit. Package selling was dis- 
cussed by Russell D. Foster of Phila- 
delphia, Ralph E. Van-Horn of Akron 
and Allen G. Bergman of Toledo. 
Speakers on programming were L. K. 
McGinnis of Marion; Aaron.M. Franklin 
of Long Beach and Mr. Smith. J. A. 
Hawkins, agency vice-president, and Mr. 
Moore presided at the sessions, and a 


All signs point to increased incomes 


for PROVIDENT LIFE PRODUCERS 





close sales. 


policy year. 
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Our most popular package plan resulted 
in an average first year commission of 
$108.25 per sale in 1950. 


$10 Monthly per $1000—with maturity 
for the face amount at age 65. Helps to 


Cash awards for better than average 
production and persistency — plus reg: 
ular service fees commencing the tenth 


A non-contributory pension based on 
volume and quality of business. 
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. . . just a few of the reasons why we can say 
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Provident Life Producers are Eguiprep for Success 
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general resume of the talks was given 
by L. B. Breneman of Lancaster, Pa. 


Penn Mutual Quarter Million 
Conference On in Fla. 


Penn Mutual is holding its Quarter 
Million Dollar Club conference May 
3-5 at Hollywood-by-the-Sea, Fla., with 
341 members of the club attending, many 
of them accompanied by their wives. In 
all, including general agents, about 670 
will attend. The theme is “Positive 
Thinking and Positive Action.” 

General Agents Carr R. Purser, New 





Speakers include President 


Walter Thompson Co. 


producers. 


C.L.U.s. 


York; William H. Nicholls, Jr., Grand 
Rapids, and Forrest J. Curry, San Fran- 
cisco, are chairmen of the three sessions. 
Malcolm 
Adam, D. Bobb Slattery, vice-president; 
Dr. Rex S. Clements of Bryn Mawr and 
Arno H. Johnson, vice-president of J. 


One session will be devoted to the 
blue collar market, and a panel of the 
three first-year $25,000 producers will 
ask some questions of three $1 million 


There will be a breakfast for company 











OUR CREED 


Since its organization in 1900, 
the guiding principal of Liberty 
National Life Insurance Company 
has been to achieve success by 
deserving it; to protect its Policy- 
holders and their Beneficiaries with 
fair, unselfish contract and to 
construe it liberally in their favor; 
to serve them faithfully, adequately, 
honestly and economically. 


URE TON 


BIRMINGHAM. ALABAMA 





























IT'S TIME 10 “HIT THE BALL” 


The Umpire Shouts . . . “Play Ball," and a new season 
is underway. The team that works together best will 
win. In selling life insurance, as in baseball, we start a 
new season "hitting the ball." Pacific National team- 
work makes a winning combination, for every man in 
the field gets unusual cooperation from the home 
office, plus better, EXCLUSIVE policies which help 
him sell MORE. Why don't you join the winning team 
were 


"A Strong Company Building A Strong West" 


PACIFIC NATIONAL 
Life Assurance Co. 


Home Office — Salt Lake City, Utah 





Ray H. Peterson 
President 


Kenneth W. Cring 
Vice Pres. & Supt. of Agencies 




















First Western & Southern 
‘Family Reunion’ Draws 500 


Western & Southern Life held the 
first of six regional “family reunions” 
at Pittsburgh for field men in that area, 
with approximately 500 in attendance. 
Similar meetings are scheduled for In- 
dianapolis, May 16-17; Columbus, O., 
May 23-24; Chicago, Oct. 10-11; St. 
Louis, Oct. 17-18, and again at Colum- 
bus, Oct. 26-27. 

Representing the home office at each 
meeting are C. M. Williams, president; 
W. J. Williams, field vice-president; 
W. O. Burns, vice-president, and the 
regional superintendent of agencies. 
Discussion topics are sales and man- 
agement techniques. 


State Farm Coast Meetings 


The State Farm companies are hold- 
ing a regional life meeting for eight 
western states at San Francisco May 7-8. 
State Farm Life also will conduct a 
four-day life sales forum, May 21 at 
Oakland, May 22 at Sacramento, May 
23 at Fresno and May 24 at Los An- 
geles. The general chairman will be 
Glenn V. Pierce, manager for the San 
Francisco Bay area, assisted by Arthur 
W. Thompkins, Jr., associate manager. 


COMPANY MEN 


Yount Regional Manager 
on Coast for Prudential 


Lewis C. Yount has been promoted to 
regional manager in the western home 
office of Prudential, 
administering the 
ordinary agency 
functions in the 11 
western states and 
Hawaii. 

Prior to joining 
the .western home 
office in 1950 as as- 
sistant regional 
manager, Mr. 
Yount was assist- 
ant manager at Se- 
attle, in charge of 
the Olympia and 
Tacoma areas. He 
joined Prudential 
in 1946 in Seattle and became assistant 
manager in 1947. He is a navy veteran. 

















Lewis C. Yount 





Faulkner, Carlson Promoted 
by Massachusetts Mutual 


Arthur Faulkner and Ernest A. Carl- 
son, manager and assistant manager 
respectively of the underwriting depart- 





E. A. Carison 


ment of Massachusetts Mutual Life, 
have been appointed assistant under- 
writing secretaries. 

Mr. Faulkner joined Massachusetts 
Mutual in 1925 and was appointed an 
underwriter in 1930, becoming man- 
ager of the underwriting department in 
1937. He is editor of the Home Office 
Life Underwriters Assn. publication. 

Mr. Carlson joined the underwriting 
department in 1928, became an under- 
writer in 1934, and assistant manager of 
the department in 1947. 


Arthur Faulkner 





Edward L. McCrory has been named 
publicity supervisor for Country Life. 
Mr. McCrory is a journalism graduate 


- ly 48 years. 


of the University of Missouri and ha 
been an editor of a trade journal in the 
food and vegetable industry. 





Provident Mutual Names 
Schilpp Claims Manager 


Provident Mutual Life has name 
Herbert L. Schilpp manager of claims 
succeeding j 
W. Wallace Rehn, 





who, although he 
has reached retire- 
ment age, will re- 
main with the com- 
pany carrying out 
special assign- 
ments. Mr. Rehn 
has been with the 
company for near- 


Mr. Schilpp, a 
graduate of Tem- 
ple law school, is 
a past president of 
Life, Accident & 
Health Claim Assn. of Philadelphia, Hy 
recently celebrated his 30th year wih 
the company. 


H. L. Schilpp 


Rogers Joins Mutual Service 


Eugene B. Rogers, formerly assistant 
general agent of Aetna Life at Minne 
apolis, has been appointed a vice. 
president of Mutual Service companies, 
St. Paul, and will have complete charg 
of sales development and activity. 

Mr. Rogers is a graduate of Univer 
sity of Minnesota law school, served in 
the army air force and joined Aetna Lif 
in 1947, producing $1,000,047 in life in 
surance before he was given supervision 
of agent recruiting and training. He js 
a past chairman of Minneapolis Life Un. 
derwriters Assn. and was sales congress 
chairmian in 1950. 





Security Mutual Ups Three 


Security Mutual Life of Binghamton 
has named Edward M. Merrill, Jr., pur 
chasing agent; Bernard J. Howey, st 
pervisor of the printing control division, 
and Leonard J. Watson, sales promotion 
manager. 

Mr. Merrill has been with Security 
Mutual since 1938. After war service 
with O.S.S. he became publicity direc 
tor. Mr. Howey joined the company in 
1946 after navy service. Earlier he was 
for 20 years with International Business 
Machines. Mr. Watson has been diret- 
tor of the schools of art, advertising and 
salesmanship of International Corre 
spondence Schools. He also taught ad- 
vertising layout and production at Uni- 
versity of Scranton. He served with the 
army air force. 





Joins Hoosier Farm Bureau 


B. H. Zahner has been named mat- 
ager of the policy division of Hoosier 
Farm Bureau Life. He will fill the post 
left vacant by Herschel Bryant, who 
moved to California. 

Mr. Zahner has been with Mutual 
Trust 15 years and manager of the 
underwriting department during the lat- 
ter part of his service. His first insut- 
ance experience was with the old Mis- 
souri State Life and in 1922 he went 
with American Life Reinsurance of Dal- 
las at Chicago. In 1930 he became re 
insurance contact man for Reinsurance 
Life. 

He is a past president of Chicago 
Home Office Life Underwriters Assn. 





On Equitable Board 


Philip Young, dean of the graduate 
school of business of Columbia Unt 
versity, has been elected a director of 
Equitable Society. 





Frank N. Marr, president of Spokane- 
Idaho Mining Co., has been elected a di- 
rector of Great Nortwest Life. His fa- 
ther, the late S. E. Marr, served as a 
director until 1946. 
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Some concise, practical ideas on how 
to handle the stalling prospect, the man 
who wants to cut 
his brother-in-law 
in on the commis- 
sion, of who 1s 
proving recalci- 
trant for a variety 
of other reasons 
were given in rap- 
id-fire fashion by 
B. N. Woodson, 

ecutive vice-pres- 
‘dent of State Life 
of Indiana, who 
was the closing 
speaker at the cel- 
ebration marking 
the 100th school in 
agency management of L.I.A.M.A., held 
at Edgewater Beach hotel, Chicago. 

Here are some of them, condensed 
and paraphrased: 

1. The “see me after the first of the 
year” prospect: “Tf I were a garage 
man checking over the car you were 
planning to drive on a long trip and 
found a front wheel spindle worn al- 
most through, I’d feel it was my duty 
to insist on your having it fixed before 
you went on.” : f 

9, A doctor was buying $60,000 of in- 
surance but decided he wanted his ne’er- 
do-well insurance agent brother-in-law 
to share in the commission, The agent 
went right on writing up the application 
and then told the doctor, “If you were 








B. N. Woodson 





WANT ADS 


Rates $12 inch per Insertion—tinch mini- 
mnit—40 ds inch. Deadline Tues- 

ree ein Chicege otice — 175 W. Jackson 
eds are requested to 








ASSISTANT HEAD OF 
AGENCY DEPARTMENT 


qulified person to act as an assistant to 
the head of its Agency Department. Must 
have Home Office experience. Some experi- 

in Agency Department work, both in 
and the office preferred. An at- 
tractive arrangement will be made with the 
selected. Reply in strictest confi- 
Box £-84, The National Under- 
writer, 175 W. Jackson Bivd., Chicago 4, Ill. 











HOME OFFICE OPENING 


erienced in 
life insurance 


letters to policyowners, agents and others. 
Opportunity for advancement. Adequate salary. 
Address E-86, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








GROUP SUPERVISOR 


Looking for the right opportunity to do a job. 
8 years experience in all phases of group from 
service to regional management. Now em- 
ployed as supervisor. Available soon. Address 
E87, The National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 








SALARIED SUPERVISOR 
WANTED 


if successful Chicago Agency of well known company 
Prominent life insurance man. Excellent 

ent who desires to 

agency building and, through salary, increase 
. Give age and insurance experience. 

Address E-92, The National Underwriter 

(75 W. Jackson Bivd., Chicago 4, IMinois 








detec 








going to operate on me for appendicitis 
and all the arrangements were made, 
what if I told you that I wanted my 
doctor brother-in-law to share your fee?” 
The doctor thought a while, then smiled 
and said, “O.K., you forget your broth- 
er-in-law and I’ll forget mine.” 

3. In community property states the 
agent has an additional sales weapon, 
because he can point out that the pros- 
pect may have to pay a high tax just 
to get back what was already his, 
should his wife predecease him. The 
same situation applies to the wife if she 
should be the survivor. 

4. Don’t say “buy,” say “transfer” 
from one form of investment to an- 
other, because people frequently transfer 
money from savings or war bonds in 
order to buy life insurance and life in- 
surance is, after all, a form of invest- 
ment rather than a purchase. 


Just Enough Challenge 


5. For the prospect who is balking 
at the examination: “In order to qualify 
for this you have to take a physical 
examination. You’re not afraid of that, 
are you?” (There is just enough chal- 
lenge in this, and yet not too much, Mr. 
Woodson remarked.) 

6. For the man who wants to buy a 
new fur coat for his wife, a refrigerator, 
or something else involving a consider- 
able outlay: An agent was trying to 
sell a policy to a man who only had a 
couple of small policies but he finally 
decided not to buy because the wife 
wanted to take advantage of an espe- 
cially good bargain at the August fur 
sales. The prospect said to come back 
in October but when he did he found 
the family had moved to a poor neigh- 
borhood. The wife told him her hus- 
band had been killed in a Labor Day 
automobile accident. Through the 
agent’s help, the widow got a job paying 
$150 a month, which was just what the 
policy would have paid. Mr. Woodson 
referred to this as the $50,000 fur coat. 
He said he hoped the widow enjoyed it, 
because it was undoubtedly one of the 
most expensive fur coats that anyone 
ever owned. 

7. Never let the prospect forget that 
life insurance is good property. It is 
the same as any other kind of income- 
producing property except that it pays 
no income when the income is not need- 
ed but pays two to four times as much 
income when it is needed after retire- 
ment and up to 40 times as much in 
case of premature death. 

8. For a prospect who resents any 
sales pressure: “I am a professional life 
underwriter. More than 100. people a 
year trust me to insure their lives. 
Every time I fail to put a purchased pol- 
icy in force I’m a heel. I can’t afford to 
jeopardize my professional reputation so 
I’ve got to push you pretty hard.” 

9. For the inflation objection: “The 
time to buy something is when it is 
cheap and today dollars are cheap. I 
don’t know where inflation is going but 
I know where your earning power is go- 
ing and that is that it is going to run 
out. It’s better to have a bushel basket 
of 50-cent dollars than a handful of 
100-cent dollars.” 


“Kill the Prospect Off” 


10. If the prospect has no proper 
sense of urgency, “kill him off,” Mr. 
Woodson advised. Most people think of 
themselves living until age 98. For kill- 
ing off a prospect, the automobile is 
best. Tell him, “If you have one of 
those funerals where they don’t open 
the casket... .” 

“If you have to stick his head through 
the windshield and let him hear his 
blood drip on the hood, let him do it,” 
Mr. Woodson advised. 

11. For the curmudgeon who objects 








WELL BEGUN 
AT TWENTY-ONE 


It is the aim of all parents to equip their children for a 
successful life and career. Through childhood and adoles- 
cence, they are training them for the responsibilities of 
adulthood . .. and look with favor upon opportunities that 
will be beneficial to the children. 


Great Southerners offer such an opportunity when they 
present the "Child's Increasing Estate." It guarantees the 
growing child an established life insurance estate at a 
premium cost he can afford when he becomes of age and 

_ takes over on his own. His protection automatically in- 
creases five-fold at age 21, but the original premium re- 
mains constant for life. 


This attractive contract is only one of the many that are 
enabling Great Southerners to achieve successful careers 
for themselves . . . serving a Great People in a Great 
Section of our Nation . . . the Great Southwest. 


GREAT // SOUTHERN 
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to leaving his wife a lot of insurance know you're a friend of mine and they 15. For the man with young children: 
for some S.O.B. who marries her to assume I’m taking care of your insur- “In your kitchen at home you probably 
spend: “If you leave her enough, she ance. I want to talk to you in deadly have one of those wall calendars that 
might not have to marry an S.O.B.—the earnest for 30 minutes. After that I shows Sundays and holidays in red and 
second time.” want you to sign this memorandum or the other days in black. When a mother 
12. For the prospect who objects else buy insurance, because if your plane has to get a job, it’s funny how quickly 
that the policy “costs a lot of money”: should crash there is only one life in- even a two-year-old can learn to dis- 
“It isn’t the policy that costs a lot of SUfance man that your widow would tinguish between the red letter days 
money but your child’s education does look to and I want to be able to say, “He when mommy is at home and the black 
Th ij sep ‘ had a full program,’ or else be able to letter days when she must go away and 
fie policy pays you Dack all you put show her a memorandum that says you work. Why not make all the days red 
into it with a fat profit. What costs 2 knew all about it and didn’t want it.” letter days no matter what happens?” 
lot of money is the right to live without 14. If you’re not making one new | napa 
yong a eo ad sale for every five of your present pol- “A Corner of You Is on Fire 
. For personal friends: “Other jcyholders, you’re missing the best ie Aa inns oiliaaiaiiaai 
, : prospect who 
agents won’t talk to you because they group of prospects that you have. complains that the rate is too high: 


“Look, suppose this were a fire insur- 
ance policy and one corner of your 


house was already on fire. You’d expect 

THE NORTHERN LIFE INSURANCE COMPANY | 1's usin: 
“ one corner of you is on fire.” 

17. Figure out, on a_ conservative 

basis, the bare cost of providing three 

meals a day for the prospect’s children 


Provides its Underwriters — until they are old enough to be self- 


supporting. That item alone will dra- 








~@ Generous First-year Commissions ee ee ee ee 
@ Full Renewals to the 15th Year “eee be 
@ Group Life-Acciderit-Health Protection ene ects a ae 
@ A Life Income Pension Plan Sua Ge be ee 
@ Prize-winning Sales Helps st a a be 


@ A FULL Sales Kit, Including Life, Accident, Health, aniiniaceiaaiineiitulanacicaiicins 
Hospitalization, Group Life, Group A & H, Salary 
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Managerial Openings in Newly-opened Midwestern Territory. Write Luncheon for Howard Kelley 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bidg., Des Howard Kelley, newly appointed gen- 
Moines, lowa. 


eral agent at Los Angeles for Conti- 
nental Assurance, was honored at a 
luncheon with 25 leading general agénts 
in attendance. John T. Grant, California 
N R superintendent of agencies of the com- 

f pany, was toastmaster. Rolla R. Hays, 


Jr., New England Mutual, introduced 


Mr. Kelley. 
E MPANY Mr. Kelley recently resigned as gen- 


eral agent of Massachusetts Mutual at 








Established 1906 Chicago to form a partnership with 
Howard Neal. Before going to Chicago, 
D. M. MORGAN, President he was for 24% years with the John W. 
Home Office: Northern Life Tower Yates agency of Massachusetts Mutual 
Seattle, Washington at Los Angeles. 
: Cc 

arroll Agency Annual Rally 

* * 
LIFE ACCIDENT HEALTH The annual meeting of the Marue 
Issued together at a substantial saving, Carroll agency of Northwestern Mutual 
or separately at Oshkosh, Wis., brought out an at- 


tendance of about 85 agents. 

In the afternoon, Dr. Gamber Tegt- 
meyer, medical director; William C. 
Roeder, assistant director of agencies, 
and John P. McDonald, agency secre- 


~ AMED FOR WORLD-WIDE SERVICE from brariches _*"¥ discussed various phases of com- 


pany operations, plans and selling tools. 


located in more than 20 countries, including 50 offices Agents who won prizes for their pro- 
duction in 1950 were honored at the 


in the United States, the SUN LIFE ASSURANCE COM- dinner, at which Vice-president Rob- 


ert E. Dineen and Louis Schriber, presi- 














PANY OF CANADA has won universal recognition for the = dent First National Bank of Oshkosh 
d f h lif and resident we . the ——, 
iversi it mpr nsi I insur H were the speakers. uests include 
ersity of its comprehensive life insurance and annuity Ll rele: lips 
plans. The specific needs of men, women and children consin National Life, and other promi- 


nent business and professional men. 


under widely differing circumstances are taken care of, 
The Solomon Huber agency of Mutual 


and a variety of optional policy privileges offers valuable Benefit Life at New York City registered 
Q ‘ : it d illion doll 
alternatives to safeguard the interests of the beneficiary. a te Apt wae eatin peter so 


of $1,019,273 on 50 lives, excluding term 
riders, annuity credits and group insur- 
More than One and a Half ance. The agency will hold its annual 


Million Policies in Force meeting May 14. 





Continental Assurance and Continen- 
tal Casualty general agencies at Miami 


are now sharing new quarters in the 
First Federal building at 114 Northeast 
SUN ; I] } : 1st avenue. Robert L. Blue formerly 
had his Continental Assurance agency 
in the Shoreland building, and Wesley 
J. Moffatt has been occupying part of 


the Ranni organization offices since he 


HEAD OFFICE © MONTREAL took over the Continental Casualty dis- 
ability division earlier this year. 


1950 Figures 
for Wisconsin 


—s 

All figures are for ordinary unless desig. 
nated (G) for group or (I) for industria 
New business figures include business reving 
and increased as well as new business Daig 


for. 
WISCONSIN COMPANIES 
New Business In For, 
$ 








Cuna Mutual ....... 242,247 677,955 
(G) 7,436,064 22,736,6% 
Nat. Guardian ..... 13,403,907 — 106,999'¢¢; 
N. W. Mutual....... 39,447,881 — 544.148'34) 
Old Line Life....... 11,706,689 105,491 35 
(G) 23,580 564% 
Rural Security ..... 8,167,046 10,520,94, 
Wilesilife, os. 4,418,864 45,404 35 
Wisconsin Nat. ..... 4,019,387 41,508.95 
(C2 ) eee 
State Life Fund..... 341,000 4.33360 


OTHER-STATE COMPANIES 


Acacia Mutual ..... 4,689,779 26,913.90 F 
Aetna Life ......... 5,432,585 62,811,083) 
(G) 67,360,395 — 171,479'54) 


Bankers, Iowa ..... 10,754,840 109,954,947 
(G) 4,142,690 10/047 4m 
Ben. Assn. Ry. Emp. 576,303 1,158,531 
(G) 769,000 655,009 
Business Men's ..... 3,206,706 15,216,397 
(G) 259,338 2,504,181 
Central, Iowa ...... 12,611,896 93,091,635 | 
Conn. General ...... 3,552,187 19,268,723 
(G) 6,322,006 18,234.39) 
Conn. Mutual ...... 4,585,804 27,430,979 
Continental Assur... 7,143,929 41,442,889 
(G) 26,658,520 43,174,977 


Equitable Society .. 14,920,514 163,152,088 
(G) 45,305,422 130,482,253 
Equitable, Iowa .... 1,639,897 3,078,999 
Expressmen’s P 20,829 670,421 
Federal, Ill. . 
Franklin oe 
Guardian, N. 
Home, N. Y.. 
John Hancock 






eececee 1,404,331 
10,681,933 42,885,060 
1,959,629 17,426,645 
10,000 174,23 

eon 8,566,756 58,382,678 
(G) 6,811,806 32,040,170 
(1) 2,979,124 23,132,249 


Kansas City ........ 1,378,027 20,440,831 
Lincoln Nat. ....... 17,208,725 119,531,407 

(G) 1,293,000 2,821,500 
Loyal Protective ... 194,149 1,023,907 
Lutheran Mut. ..... 4,953,282 29,811,110 
Mass. Mutual ...... 6,531,720 57,744,195 

(G) 1,866,500 2,263,414 
Metropolitan ....... 36,962,775 411,701,731 


(G) 35,591,050 229,872,668 
(I) 19,134,489 216,344,146 


Minn. Mutual ...... 2,845,658 7,317,260 

(G) 2,899,000 4,583,500 
Monarch, Mass. .... 3,000 190,192 
Mut. Ben. N. J...... 3,583,196 40,384,090 
Meteal, MN. ¥.....0« .,. 8,385,114 120,212,693 
Mutual Service ..... 2,449,356 10,489,602 

(G) 550,231 3,241,120 
Mutual Trust ...... 4,554,999 45,002,716 
National, Vt. ....... 2,379,568 14,590,072 
New England ...... 5,993,634 71,492,869 
New World ........ 4,803,151 22,728,550 
New York Life...... 34,029,948 353,153,363 
No. Amer. Acci...... 83,000 231,948 
No. Amer. Life, Ill... 5,780,318 25,272,013 

(G) 46,000 46,000 
No. Amer. L. & C... 4,191,100 24,273,569 

(G) 443,462 475,462 
Old Rep. Credit..... 17,875,587 19,940,298 

(G) 65,848 33,454 
Paul Revere ....... 916,971 8,041,254 

(G) 75,000 75,000 
Penn Mutual ....... 6,548,495 57,484,585 
Phoenix Mutual .... 4,046,521 24,159,538 
Provident L. & A.... 5,832,211 12,331,235 

OR aie dons 14,000 
Provident Mut. ..... 1,403,427 17,275,892 
Prudential ......... 52,595,188 524,849,263 


(G) 6,714,608 138,321,143 
(1) 15,244,647 204,392,712 
Security Mut. N. Y.. 1,875,102 11,632,415 


(G) 898,500 1,207,000 

State Mutual ....... 676,969 3,461,751 
(G) 288,203 594,088 

TAVIS. os ccicevces 5,527,687 72,143,136 
(G) 25,448,660 109,689,333 

Union Labor ....... 66,245 887,678 
(G) 5,357,363 14,476,150 

Union Mutual ...... 1,316,077 2,536,540 
(G) 136,000 813,000 

United Benefit ..... 1,671,887 10,664,728 
Victory Mutual ..... 10,200 10,200 
Washington Nat. .. 4,142,402 40,027,015 
(G) 2,427,904 6,827,073 

(1) 500 8,110 

Zurich Life ..... (G) 46,000 46,000 
Union Central ..... 430,827 3,457,781 
Total Ord. ’50..... 423,347,070 3,728,026, 248 
Total Group ’50.. 249,236,150 947,004,805 
Total Ind. ’50..... 37,358,760 443,877,211 


709,941,980 5,118,908,270 
Total Ord. °49.... 376,180,192 3,474,953,439 
Total Group ’°49... 244,819,710 811,857,081 
Total Ind. ’49..... 29,458,820 429,071,625 
All Classes °49.... 650,458,722 4,715,882,145 


All Classes '50.... 





Purchase Is Announced 


COLUMBUS—lIt was announced this 
week that Farm Bureau insurance com- 
panies of Columbus have purchased 
National Casualty of Detroit. The latter 
operates in 48 states and the District of 
Columbia, and its purchase gives the 
Farm Bureau companies an outlet in 
the states outside the 12 and the Dis- 
trict of Columbia, in which they are 
licensed. It is said that the Farm Bureau 
is denied admission to some states be- 
cause there are operating in those states 
companies with the same name. 
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a ; 
1gure : ‘ ‘ 700 Un : 
res Loyal Protect. ..... 499,633 2,006,572 Pan-American ...... 2,076,616 5,365,700 Union Labor ....... 69,370 646,791 
(G) 395,000 377,500 (G) 37,272,706 41,006,833 























Lutheran Mut. ..... 4,056,523 33,305,224 
- Mammoth L. & A... 237,000 398,500 Paul Revere ....... 1,857,721 7,383,914 Union Mutual ...... 755,887 6,113,200 
sin (1) 5,127,329 7,517,687 (G) 525,000 544,000 United Benefit ..... 9,683,697 45,515,936 
Or own Manhattan, N. Y.... 696,784 5,527,330 Penn Mutual ....... 13,729,725 137,602,322 United, Ill. ..... an eo 2,589,088 
Manufacturers ..... 2,880,549 20,180,030 Pa. Life, H. & A....  ceocoee  — ccccee ’ , 
a Mass. Mutual ...... 5, 205, 3 3G Seay ’ : (1) 9,375,041 17,510,158 
unl All figures are for ordinary unless desig- _— (G) 33 baeaae 7 stiese siseiiaAnlin (1) 1,678 Se 2,073 O50 Un. L. & A., N. H. 122,980 1,246,220 
for induttt (G) for group or (I) for industrial. Metropolitan ....... 79,682,404 1,064,859,901 Peoples, Ind. ....... 2;904,020 16,254,544 Victory Mut. ....... 218,522 1,848,302 
siness reyiup New business figures, include business revised (G) 277,980,580 1,118,243,940 (G) 410,000 411,000 Washington Nat. ... 1,878,121 19,728,324 
business ‘pat and increased as well as new business paid- aad (I) 45,153,844 543,067,748 Phila. Life ......... 277,988 1,859,347 a a aeeaae Bey 
: Michigan .......... 561,901 PAIRS Pilla, Uniled 0.0. ececes ||. owas = 3 466, 686, 
IES ” OHIO COMPANIES (G) 10,000 "10,000 Phoenix Mut. |..... 4,943,354 53,280,983 bata eeteteeees 2,500 657,864 
sen New Business InForce Minn. Mutual ives 2,636,195 18,296,088 Progressive, N. J. (I) 9,019 8,649 wWeetan pac’ or suapeee Pe og 
n For $ $ 000 893,900 Provident Ind. ..(1) 86,930 31,280 : . »f 42, 038, 
| po ee 1,280,577 3,865,805 Monarch, Mass. .... _ 789,737 6,248,098 Provident L. & A.... 946,501 4,113,177 World, Neb. ........ 1,904,140 5,222,309 
6779 CP (G) 102,000 467,000 Monumental ....... 8,704,000 76,739,996 (G) 8,810,201 14,851,200 aca oD nae 052800 125,550 
22,736,608 columbus Mut. ...-- 15,027,441 142,027,270 (1) 8,317,350 74,693,247 Provident Mut. .... 8,411,490 80,214,721 Total Ord. '50...1,042,101,763 9,103,239,218 
106,992 ¢¢: Credit OS x oawe 2,871,799 2,173,754 Mut. Ben. Life..... 20,035,042 266,788,866 Prudential ......... 140,114,276 1,255,842,101 Total Group °50..1,406,106,537 3,976,652,578 
544,148 54 (G) 11,918,012 6,986,189 Mutual, N. Y...... - 17,971,208 216,940,933 (G) 141,625,198 469,711,242 Total Ind. ’50.... °328,933,412 2,276,569,003 
105,491,194 Dunbar ..-+++++eees 668,455 1,729,493 Mutual Savings .... 11,705 23,234 (I) 51,678,813 565,247,580 All Classes, '50..2,777,141,712 15,356,460,799 
256,44 (1) 3,884,388 4,935,504 Mutual Trust ...... 1,805,433 19,497,396 Quaker City ....(I) 1,222,537 543,453 Total Ord. '49... 944,258,742 8,616,946,934 
10,520,048 gogies Nat. .--++-+- 664,402 881,634 Nat. Guardian ..... 316,519 2,610,682 Reliance, Pa. ...... 8,631,595 85,549,806 Total Group '49.. 954,581,836 3,013,660,979 
45,4043xf) Farm Bureau .....- 31,307,071 123,890,572 Nat. Life & Acc..... 17,960,215 92,380,997 Reserve, Tex. ...... 166,927 1,069,677 Total Ind. ’49.... | 289,409,223 2,146,581,050 
41,508, 95 (G) 8,787,950 16,047,720 (G) 1,098,400 3,074,300 (1) 132,473 100,063 All Classes ’49...2,188,249,801 13,777,188,963 
<araSlf Midland Mut. ....-. 12,042,129 128,289,509 (1) $7,908,495 139,415,502 Security Ben., Kan.. 544,380 2,471,316 — 
333,60) Nat. Masonic Prov.. 83,500 908,558 National, Vt. ....... 4,692,553 87,192,644 Secur. Mut. N. Y... 2,214,224 7,210,640 . ak SoeeN 2 
, Nat. Mas a New England ...... 16,640,454 158,711,095 192,500 363,500 Correction on Illinois Election 
NIES Ohio National ..... 11,039,997 91,999,907 c ,640, 711, i 3 
: (G) 120,520 523,830 New York Life...... 39,902,683 457,966,872 Service, Neb. 388,175 784,261 : 
26,913, Qhio State ..---+--- 13,261,810 119,075,886 North Amer. Acc... 1,384,324 5,783,896 Shenandoah . 211,987 3,391,204 In a report of the election of officers 
62's. nf (G) 148,000 758,800 North Amer., mu Be ote 1,341,815 17,363,174 State, Ind. ......... 379,372 10,862,992 of the Illinois State Assn. of Life Un- 
171,472 ub 1 ntral ...... 14,399,906 55,824,564 ort mer. Re..... 2,826,200 16,470,100 State Mutual ...... 10,841,860 98,384,738 i i i i ji- 
109/954 9uf mee ce (G) 623,900 1,396,958 Northern, Wash. ... 591,245 984,283 (G) 6,650,080 16,353,494 owe — in the April 27 edi 
10,0474") west. & Southern... 61,327,967 450,252,468 * hs Mutual Rison: 35,253,654 480,707,185 Sterling, Ill. ....... 1,328,571 2,509,452 Won Of 1HE gee she pa orci 
1,158.53 § (G) 2,571,917 10,812,350 . W. National ..... 5,570,550 40,450,521 Sun, Canada ....... 11,286,794 120,974,775 was erroneously stated that Lester O. 
15,2164 ae et Occidental, Cal. <<) 167217518 49984587 Sun, Balto. .....0. ‘2781838 1adsosee ScAtiver, Aetna Life, Peoria, was con- 
2 seein OTHER STATE COMPANIES (G) 6,400,000 13,081,496 : “"") 3'499°385 —«-18'233'25¢ «tinued as national committeeman. Earl 
93,091.64) Acacia Mutual 12,360,749 103,081,709 Old Line, Wis....... 528,202 2,907,867 Superior, Pa. ....(1) 3,215,414 5,850,530 M. Schwemm, manager for Great-West 
iste Aetna Life ....-- ‘as estat ins pe peng tr Old Rep. Sree easy aaa Supreme Liberty iw rte ov annies Life at Chicago, has been national com- 
27143099 All States, Ala...... "18,500 2,485,719 Pacific Mut. tenes 6,887,071 81,637,134 Travelers .........- 16,643,879 193,059,581 M™itteeman and will continue in this 
41,442'3 (1) 5,437,068 8,630,855 (G) 7,875,500 7,079,000 (G) 64,061,991 389,515,979 capacity. 
43;11491 Am, Home Mut...(I) 377,887 577,687 
163,152,083 Amer. L. & C., Ky... «so ees 53,160 
130,482,953 (I) 28,919,425 48,111,908 
3,078,999} American Nat. ..... 3,382,399 19,132,761 
670,421 American United ... bagi era 
1,404,331 | Atlanta Life ......- 4, 2,613,290 
42,885,060 (1) 2,388,170 7,588,412 
17,426,645 Baltimore .....--+-  seeeee 116,950 
174,23) (ye 6 ee, 217,359 
58,382,677 | Bankers L. & C..... 6,084,589 6,211,413 
32,040,179 (1) 1,718,758 1,192,854 
23,132,249 | Bankers, Iowa ...-.. 4,732,862 69,143,769 
20,440,831 (G) 1,607,159 15,396,220 
119,531,407 | Bankers, Neb. ..... 2,493,457 13,267,046 
2,821,500 | Bankers Nat. ...... 840,190 6,355,647 
1,023,907 Bankers Secur. .(G) 4,322,402 2,555,632 
29,811,110 | Benef. Stand. ...... 24,450 50,000 
57,744.18 Ben, Assn. Ry. Emp. 1,002,828 1,310,536 
263,414 (G) 2,655,000 2,805,000 
411,701,781 | Berkshire ........-- 2,548,979 22,068,335 
sen.eaaee Business Men’s ..... 2,905,810 14,431,641 
216,344,145 (G) 183,000 795,000 
7,811,260 Canada Life ....... 2,681,466 47,754,793 
583,500 (G) 593,765 1,329,698 
190,192 | Central, Iowa ...... 1,924,551 19,171,917 
1 f0284ee Central, Ill. ........ 411,875 5,712,733 
20,212,693 (I) 5,877,779 17,714,975 
10,489,602 | College Life ........ 2,353,500 4,859,500 
geedtin Columbian Nat. .... 1,593,235 6,811,052 
002,716 (G) 227,860 789,150 
14.69007 Commonwealth, Ky.. 6,706,568 41,981,027 
492,869 (1) 1,603,978 8,132,646 
22,728,550 | Com’nwealth L., & A. 991,267 801,810 
353,153,361 (G) 1,000 1,000 
231, (1) 5,735,339 4,803,682 
25,272,013 Confederation ...... 1,438,054 2,038,834 
ee PB Conn, General ...... 15,569,124 114,356,352 ‘ 
1273, (G) 21,860,119 71,973,623 
475,462 Conn. Mutual ...... 18,748,978 149,080,928 
19,940,298 Continental Amer. . 333,344 1,392,956 
cena Continental Assur. . 8,116,366 50,151,048 
041,25 (G) 15,017,605 51,340,356 
shaseee Crown Life ........ 1,876,765 8,360,957 
484,585 G 27,434 231,712 
24,159,538 Cuna Mut., eR 87,897 342,161 ” meal 
12,331,235 (G) 9,549,857 32,656,200 gr 
e Rs Domestic, Ky. ...... 255,500 1,820,117 7 es ae 
a0, O8e 
iti ae (I) 4,140,496 11,832,422 
38°391.143 minion .......... ,645,571 1,945,018 —_ ° 
beigrinen Empire State ...... 26,683 406,090 = 2d Cut 
392,712 (1) 1,000 1,000 
ye Equitable Soc. “teas 3d006213 352,999,047 
dit ,055,340 749,715,223 ee z ‘ 
8461.78 | Equitable, D. eee | teats IT is with sincere pride that we officially open the doors of the 
Le he gre beautiful new Home Office Building of the Interstate Life and Acci- 
sere |  Expressmen’s ...... 317,768 3,374,502 dent Insurance Company. Whether a member of the Interstate 
6/ ‘armers, Iowa ..... 4 1,632,381 . - H i i 
14,476,150 | Farmers & Trad. ... 2,985,083 24,559,011 family or a future policy owner, a business associate or a competitor, 
2,536, Federal L. & C...... 329,600 739,326 
ote Federal, TM. -...007. 385,486 1,344,526 the doors are open. 
Man) ae ee > One will fiind our new Home designed to give each employee the 
27,015 : seee 2,527, 26,979, = : og: ° opens 
ree | weakin...,:... (gy 82388 21,524,016 very best in working conditions and recreational and health facilities. 
9, ’ ° . . . 
320 | Gen. American ..... 631,900 11,986.45 With our efficient home office staff and our capable and enthusiastic 
3,457,781 | Guardian, N. vic) “Siess00 —27ose.aer field organization, | am convinced that the name of this company 
Toenwe | camer, et ----  $08488 7.446,198 will continue to be synonymous with the words SERVICE and PRO- 
7 °C!) Saree oe »923,25 . 2682 H i i 
5908/27 ' (G) 1596,500 3,538,634 TECTION in an ever-broadening scope of operations. 
rete Girard Life ........ 367,553 5,052,774 wd il 4 - 
Veron | Home Ne Yo.0000001 2,026,088 24,071,873 Yes, we are proud of this important milestone in our company's 
eee cae . Bankers ....... 2 7 g i i 
9,071,625 a of = a me istory and we look forward to the future with confidence, ever 
eter (1) "393,836 878,755 y 
ahi Indianapolis ....... 8,870,354 22,759,109 mindful of our opportunities, duties and responsibilities. 
lil aie (1) 8,232,402 - 3'380.702 
on Nat. ...... ,329,441 4,249,181 
aed Jefferson Stand. .... 2,661,514 10,340,936 
John Hancock ..... 47,119,860 366,330,892 
e oe (a) 35,693,554 127,398,720 : 
chase ; 11,527,804 102,131,676 
. latter Kansas City ........ 2,662,652 19,095,486 President 
latte Kentucky Cent. .... 1,160,134 4,223,475 
rict of (I) 14,666,222 21,161,855 
os the Ky. Home a a: 1,448,721 7,303,977 
: ) 4,000 1,389,500 
let in | Knights .......0... 202,748 666,318 INTERSTATE LIFE & ACCIDENT INSURANCE COMPANY 
e Dis- Petia 1,501,365 1,933,394 Interstate Buildi 
y are a e. 2,117,025 8,952,515 ding 
Bn Life of Va 5,833,990 40,445,318 ew 
atone 514,153 
es be- ; : (1) 9,179,013 —-55,274/042 CHATTANOOGA 3, TENNESSEE 
states Lincoln Nat. ....... 30,428,845 218,856,298 
(G) 6,712,014 17,770,300 
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Sales Outlook Bright deal of extra saving while previous buy- i ii 
Th : é 1g ers pay off their debts, he declared. New Material Gets Results Tom Mur r ell Tells Statist 
The shrinkage of civilian output that said that rationing must accompany | Columbus Mutual is getting unusual 
will accompany the mobilization econ- price control to prevent black market results from new sales material intro- Wh W ’ E Heart / 
omy will leave more money in the on scarce goods. duced in January. A _ single colorful y ere on ve ‘bur 
agg the public than it can spend, Life company sales executives have Presentation folder was developed which we ag 
r. Albert G. Hart, professor of eco- commented that the situation will be P€tmits a simplified demonstration of of Sales Orgy be befor 
nomics at Columbia University, said at yery favorable for transferring some @"Y one of six different retirement in- talk De 
the finance conference of American of this extra money into life in come plans. Th G. M ping 
Management Assn. in New York. At the same time gf : Benes : hing Special figure sheets were prepared to [, yon : fc urrell, general agent at § years thes 
As mobilization economics cut into portance of the part ie aia “ah give the agent every figure he needs for feels ‘that itp leg cage Sag ig i= -_ - 
production of consumer durable goods, inducing the public to save and cut in- the presentation. Since the presentation greatest selling orgy of our Pais: a — vali 
credit contraction can generate a geod flation, and thereby keep the dollar flder automatically guides the interview Writing in the house organ eh bin ea metstics 
sound. and the figures are arranged in the order pany, “The Pelican,” Mr. Murrey | lot of 
in re they are roapeage eae new men ascribes the buying wave as at ye. ony 
ate nd it easy to make an effective presen- 7 : P Or hee 
U. S. Population 153 Million tation with this new material, Security. ‘in’ an atomic agen tye | SS tn 
’ March : k be security in an atomic age which only him 
The population of the United States March 31 marked the windup of the threatens them with war on their home. |) won't. 
has increased by nearly 2 million since qualification period for the company’s Jand. Life insurance is the banding to. peal to 
the census was taken last April, which erg conference which is to be gether of the many to lessen the im. aoe the: 
brings the total—including men in over- eld July 9-11 at Bigwin Inn on the pact and misfortune of the few and men | their emo 
~ oo about = million as of Lake of Bays, Ontario, Can. “ae senanee® its potential in war. j pied helt 
the end of 1950, according to statisti- <—e Another reason for the sellin re js p 
cians of Metropolitan Life~ J. Douglas Grannis, Milwaukee gen- inflation, Mr. Murrell reasons. "When ead 
For the full year the natural in- ¢T@! agent of Massachusetts Mutual, more dollars than ever are needed to ue 
crease—the excess of births over deaths, SPOKe at the sales management round pay the bills, the reasons for more lif bout th 
including losses in the armed forces table of Marquette University, co-spon- insurance are obvious. i the k 
Overseas—was close to 2,250,000 or sored by Milwaukee Sales Managers F pi on in 
about 114%, which is substantially high- Assn. Planning Is Key ) mu 
er than the average for the past decade. I : . —- 
The total increase in the 10 years just | Vincent P. Coffin, senior vice-presi- nt er Lge drive home to the Co! 
past was more than 20 million—the dent of Connecticut Mutual, told a busi- pi taps 4 Fagen that if he is to pass on 
highest for any 10-year period in the ness forum of Siena college, Albany, —s vr Fagg f hie BE to his loved ones, — 
country’s history. N. Y., that insurance companies con- a et OF ae 7 or will be despite May - 
— greatly to the prevention of in- Mr x ot ee ye conferenc 
State Farm Has Tenn. Rally {31100 and that during the last war the profit from planning contrasted with walers, 
The State Farm companies held their assets into government bonds. ped — cd ~“ nothing. Planning may oe ; 
annual meeting for Tennessee at Nash- liquidity pee | _ i the =. Bil 
ville with 125 agents present. The U. S. Pipe & Foundry Co. has bor- needed. The ps AI to —— . May 14 
principal speaker was T. J. Kiesselbach, rowed from New York Life and Provi- f : ton 115 ference, 
ates lig airing mand 4 Mutual Lif (g) of the internal revenue code wasn’t troit. 
gad — pA ‘a2 eee pe eng Washington loves the May 1 
hie - ss rich man, but because the law mak statisti 
Supervisors’ Pay Study Out notes. want the estate bills paid. A by-senad May 1! 
“Supervisors’ Compensation,” a _ re- : ‘ : : is that many estates can be preserved by wrikere, - 
port recently published by L.I.A.M.A,, Milford A. Vieser, vice-president of careful planning. If you would look into May 2 
presents the first systematic collection Mutual Benefit Life, spoke at the eastern the future, consider that England levies Pg oe 
of facts on this subject. It was found ™0rtgage conference of Mortgage Bank- a death tax of 50% on estates of * ms 
that a wide variety of practices for com- *'S Assn. of America at New York City. $280,000 to $420,000.” eof sp 
pensating agency supervisors. exist tel, Was! 
among companies and agencies. * May 22 
The report concludes that the dif- ° ern sprit 
ferences are due in large part to the — 
differences in company policy and america, 
further to the tendency of managers Va. 
and general agents to concentrate on May 2 
agency objectives which supplement Officers 
their own particular abilities. It presents agency ¢ 
a fairly complete picture of the best inaipes 
plans now in use. Milton J. Goldberg, June 3 
agency assistant Equitable Society, Commiss 
served as chairman of the subcommittee Swamps¢ 
which prepared the report. eh 
June | 
Mutual Benefit Life has named Greenbri 
Howard E. Dodge district supervisor han 
at Sioux City, Ia. Mr. Dodge, who has Bo A 
been in the business for eight years, will ¢ pe 
head the branch of the Des Moines compant 
agency there. — he 
Wallace P. Buran, Liberty Life ordi- une 
nary agent at Panama City, Fla., for g Oe oth 
2% years, has been appointed agency = € r 
assistant in the ordinary division at the tw? Life Un 
home office. He joined the company in . Louisvill 
1948 after serving in the air force. June : 
oe 
Walter W. McGuire has been ap- June 2 
pointed production manager of the G. D. Counsel, 
oat agency of New England arciemn 
e 1 . Ol ife at Portland, Ore. Mr. McGuire 
Written 0 9, has been district manager for Mutual 
- 1 Benefit Life at San Jose, Cal. 
eo * 
vel premium Walter E. Mast, manager at Los 
. Angeles for Continental Assurance, 
e Endows at 65 celebrates his 25th anniversary with 
the company this month. Gent 
ept. | 
@ Payor option William F. Spotz has been appointed pee er 
city supervisor for the Wigginton agen- PA nol 
(death and cy of Bankers Life of Iowa at Pitts- ings of 
iw burgh. An air force veteran, he has been pra 3 
[FESS d abili ) in life insurance work in Pittsburgh en : 
a = aes 1S ty since 1945. | writers, 
aban by Nov. § 
sha a | Ken Cassens, home office sales super- derwrit 
Tee COLUMBIAN NATIONAL visct for Country Life of Illinois tor — 
three years, has been named _ special Edgewa 
LIFE INSURANCE agent at Mendota, Ill. Irwin C. Hutch- Dec. | 
Compa: ens, former agent in Greene county, has Commis 
been named general agent in Crawford “ ork Ci 
BOSTON 12, MASSACHUSETTS county for the company. Dec. 
Americe 
Astoris 
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Statistical Approach Without 
Heart Appeal Called Useless 


Wilbur W. Hartshorn, superintend- 
ent of agencies tor Metropolitan, in a 
talk before the Indianapolis Life Under- 
writers Assn., said that in the past tew 
years there has arisen a mistaken belief 
among salesmen that a slick, polished, 
factual presentation stressing invest- 
ment values, comparisons, figures - and 
tistics will close business. This is 
“hog-wash,” Mr. Hartshorn de- 
man buys life insurance be- 
loves someone, even if it is 
only himself, the speaker said. “You 
won't move him to close unless you 
peal to that love. Men don’t buy be- 
hey ought to, they buy only when 


statistic 
qa lot of 
clared. A 
cause he 


eal to the emotions. It’s the most 


effective selling there is.” 


Mr. Hartshorn advised finding out 


| about the prospect’s interests to put 


on the kind of a show that should be 
put on in the presentation. 








Convention Dates 


— 


May 7-8, L.I.A.M.A. large companies’ 
conference, Skytop Lodge, Skytop, Pa. 

May 11-12, Kansas Assn. of Life Under- 
writers, annual, Jayhawk Hotel, Topeka. 

May 138-15, Southern Round Table 
meeting of Life Insurance Advertisers 
Assn., Biltmore hotel, Atlanta. 

May 14-16, H. & A. Underwriters Con- 
ference, annual, Book-Cadillac hotel, De- 
troit. 

May 14-16, Insurance Accounting & 
Statistical Assn., Palmer House, Chicago. 

May 18-19, Ohio Assn. of Life Under- 
writers, Mayflower hotel, Akron. 

May 21-22, Assn. of Life Insurance 
Counsel, spring meeting, the Homestead, 
Hot Springs, Va. 

May 21-22, Life Office Management 
Assn., spring conference, Mayflower ho- 
tel Washington, D. C. 

May 22-23, Society of Actuaries, west- 
ern spring meeting, Cosmopolitan hotel, 
Denver. . 

May 24-25, Life Insurance Assn. of 
America, Hotel Cavalier, Virginia Beach, 
Va. 

May 29-31, Canadian Life Insurance 
Officers Assn., annual, including life 
agency Officers section, insurance adver- 
tising section, Royal Alexandra hotel, 
Winnipeg. 

June 3-6, National Assn. of Insurance 
Commissioners, New Ocean House, 
Swampscott, Mass. 

June 11-13, International 
A. & H. Underwriters, Dallas. 

June 14-16, Life Insurers Conference, 
—* hotel, White Sulphur Springs, 

. Va. 

June 15-16, Texas Assn. of Life Un- 
derwriters, Galvez hotel, Galveston. 

June 18-20, L.1.A.M.A. combination 
companies spring conference, Green- 
brier, hotel, White Sulphur Springs, W. 


a. 

June 18-29, Life Officers Investment 
Seminar sponsored by the Financial Sec- 
tion of American Life Convention, Be- 
loit College, Beloit, Wis. 

June 21-22, annual meeting, Kentucky 
Life Underwriters Assn., Brown hotel, 
Louisville. 

June 25-27, American Life Convention, 
Medical Section, Broadmoor hotel, Colo- 
rado Springs. 

June 28-30, National Assn. of Insurance 
Counsel, White Sulphur Springs, W. Va. 

Sept. 10-12, International Claim Assn. 
See tine. Monmouth hotel, Spring 

Riv. de 





Assn. of 


Sept. 24-27, National Fraternal Con- 
gress, annual, Morrison hotel, Chicago. 

Sept. 26-28, Society of Actuaries, Royal 
York hotel, Toronto. ; 

Oct. 9-12, American Life Convention, 
annual meeting, jncluding annual meet- 





. 





ings of the Legal, Financial, Agency, 
and Combination Companies Sections, 
Royal York hotel, Toronto. 

Oct. 29-31, Bureau of A. & H. Under- 
Writers, the Homestead, Hot Springs, Va. 
4 Nov. 8-10, Institute of Home Office Un- 

erwriters, annual meeting, Edgewater 
Beach hotel, Chicago. 

Nov. 12-16, L.I.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 
oes: 2-6, National Assn. of Insurance 

Ommissioners, Hotel Commodore, New 
York City. 


Dec. 12-13, Life Insurance Assn. of 
America, annual meetin ,  Waldorf- 
Astoria hotel, New York C ty. 


Birth Rates Still Rising 


Birth rates throughout the world rose 
sharply shortly after the close of the 
last war and have continued at high 
levels during the postwar years, Metro- 
politan Life statisticians report. 

In the United States the 1947 peak 
was 1% times the average of 1937-1939. 
The upswing was almost as marked in 
many other countries. 

In general birth rates were higher 
during the war than in the years just 
preceding. In the U. S. they averaged 
15% higher in 1940-1944 than in 1937- 
1939, and elsewhere the rise was even 
more pronounced. 

This indicates that the rise was due 
not so much to deferment of births dur- 
ing the war as to the improvement of 
economic. conditions, the statisticians 
suggest. 


Prudential Raises Cooley 


E. F. Cooley has been appointed asso- 
ciate director of Prudential’s methods 
research organization. 

Mr. Cooley joined Prudential as an 
actuarial student in 1931. He later did 
office methods and procedures work and 
was manager when the company estab- 
lished a methods division in 1940. Sub- 
sequently, he was appointed assistant 
director of research for the division. 


Griswold to Liberty Life 


Arthur Griswold has been appointed 
associate actuary of Liberty Life, Green- 
ville, S. C. A graduate of University of 
Iowa, Mr. Griswold was formerly associ- 
ate actuary of Farm Bureau Life and be- 
fore that actuary of National Old Line 
of Little Rock. He is a fellow of Society 
of Actuaries. He served in the navy. 











Names Krauss Supervisor 


William Krauss has been appointed 
supervisor in the Bober agency of New 
England Mutual at Brooklyn. Mr. 
Krauss is a member of the New York 
bar and was with Prudential for two 
years before joining the agency last 
June. 


Equitable Advances Nine 


Thomas E. Burke has been promoted 
to assistant manager of the E. M. Bar- 
ber agency of Equitable Society at 
Memphis. 

Eight new unit managers have been 
named: F. W. Budke, Jr., Philadelphia; 
A. R. Eggert, Worcester, Mass.; Wil- 
liam Glennon, Jr., Pittsburg, Kan.; R. 
J. Haase, El Paso, Tex.; E. R. Hough, 
Arlington, Va.; T. H. Mosier, Emporia, 
Kan.; C. H. Schultz, East Greenwich, 
R. I., and M. J. Telfser, Chicago. 


Farm Bureau’s Open House 


The Farm Bureau companies held 
open house last week at their new 
building at Columbus, O. Many visitors 
were taken on tours through the new 
offices. The formal dedication ceremo- 
nies will be held April 25. There will 
be a barbecue luncheon at the state 
fair grounds prior to the dedication. 


Security Life & Trust of Winston- 
Salem has moved into a newly built 
three-story home office building on the 
site of its Gorrell-Siewers agency, which 
will be housed in the new structure. 








The president’s suggestion plaque for 
the first quarter of 1951 has been 
awarded by Prudential to the mortgage 
loan office at Springfield, Ill. 





H. Everett Wood- 
ruff, newly elected 
vice-president in 
charge of the 
investment depart- 
ment of New York 
Life, has been in 
that department 
since 1945 and with 
the company since 
1935. 





Mention Mahoney for 
New Me. Commissioner 


G. F. Mahoney, head of the Mahoney- 
Burrill agency at Ellsworth, and a sup- 
porter of Gov. Payne of Maine has been 
prominently mentioned as_ insurance 
commissioner to succeed David B. Soule 
when his term expires in June. 





New Office Managers Named 

M. R. Brafford, formerly assistant 
office manager at Oklahoma City, has 
been appointed office manager at Den- 
ver for Travelers. He succeeds L. E. 
Dolan, who is retiring. 

C. C. Bennett, assistant office man- 
ager at Atlanta, has been appointed of- 
fice manager at Indianapolis, succeeding 
S. A. Bishop, who is retiring. 


Toledo Association Elects 


Toledo (O.) Assn. of A. & H. Under- 
writers has elected Manley Kay, Kay- 
Klaus agency, president; Ed Smith, In- 
come Guaranty Co., vice-president; John 
R. Hunter, Mutual Benefit H. & A., 
secretary, and John Meehan, American 
Service Bureau, treasurer. 








_ Arthur E. Ralph, Metropolitan Life, 
is on the planning committee for indus- 


try and institutions participating in a 
three day conference at New York May 
22-24 on disaster prevention and control. 
The meeting is being conducted in co- 
operation with the New York state civil 
defense commission and the metropoli- 
tan chapter of the American Society of 
Safety Engineers. 


Was $5.000, Now $10,000 


Gov. Dewey has signed a bill which 
raises from $5,000 to $10,000 the maxi- 
mum amount of life insurance that 
savings banks or savings and loan asso- 
ciations may buy for their officers or 
employes. 


Fete Ohio State Leader 


A dinner was given at Tiffin, O., in 
honor of Vernon Brown of that city, 
who was Ohio State Life’s leading 
producer last year. President and Mrs. 
Claris Adams, Vice-president and Mrs. 
Frank L. Barnes and Superintendent of 
Agencies and Mrs. Howard W. Kraft 
were present. 








Austin, Tex., cashiers held a dinner 
meeting at Salado, Tex. R. N. Lewis 
said that, in addition to the servicing of 
business, the cashiers have the job of 
helping, coddling, and cooperating with 
the salesmen. 

















pany has paid 


w 





Fifty-Seventh Year of 


Dependable Service 


* The State Life Insurance Com- 


Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $76,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $211,000,000 ... The 
State Life offers splendid oppor- 
tunities — with liberal contract, 
and up-to-date training and serv- 
ice facilities — for those qualified. 


* 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
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MUTUAL LEGAL RESERVE FOUNDED 1894 
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Fraternal Actuaries Prepare 
for Denver Meet, May 21 


The program has been completed for 
the spring meeting of Fraternal Actu- 
arial Assn. on May 21 in Denver. A 
paper on an agency index for evaluating 
new business will be presented by 
Walter W. Steffen, assistant secretary, 
Lincoln National. Frank G. Dickinson, 
director of economic research for Amer- 
ican Medical Assn., will discuss the sig- 
nificance of the half century decline in 
population mortality. Arthur W. Eng- 
land, Coates, Herfurth & England, will 
describe the ’ proposed fraternal code for 
the state of California. 

During the informal discussion, a sur- 
vey will be made of term insurance 
practices. The second topic for discus- 
sion will be the impact of the electric 
and electronic computers in the work of 
actuaries. State participation in federal 
social security will be treated. The ques- 
tion of whether cash values are too 
high will receive attention. 


Summarize New Bills 
Affecting N. Y. Fraternals ° 


Governor Dewey signed a number of 
bills affecting fraternals following the 
adjournment of the New York legisla- 
ture. 

One amendment provides that all 
premiums for life insurance, disability 
and annuity benefits issued on and after 
January 1, 1952, shall be based on an 
interest assumption not higher than 3%. 
The present law permits life insurance 
to be based on a 3%% interest assump- 
tion, disability benefits on 4%, and an- 
nuities on a 34%% basis. 

He approved an amendment which 
controls policy provisions, sponsored by 
the New York department, providing that 
all certificates issued in the state by an 
authorized foreign or alien society would 
be governed by the laws of New York 
state. This amendment had been op- 
posed by the National Fraternal Con- 
gress law committee on the grounds 
that the present law controlled approval 
of policy forms and that the proposed 
amendment was unnecessary because of 
the required and prohibited provisions 
already specified by the law. Further, 
the N.F.C. contended that this amend- 
ment might prove detrimental in the 
event that it should ever be necessary 
for a society to increase rates or make 
any rate readjustments. 

Another new law permits a society at 
its option to pro rate the amount pay- 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans. Thirty-three years 
old — $318,627,809.00 in force. 
Mortality experience 1950 
16.17%. Rate of assets to lia- 
bilities — 108.54%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically _re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 


to 


THE SUPERINTENDENT OF 
AGENCIES 


aetceeieern 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesota 








able on members who understate their 
age. Primarily it is meant to allow 
society to do so at ages above 60. 

He approved a new amendment per- 
mitting fraternals to write hospitaliza- 
tion on children of members. 

Another bill provides that policies of 
members who have been brought within 
the benefits of the federal soldiers and 
sailors civil relief act shall not be lapsed 
or the benefits forfeited for the non-pay- 
ment of premiums during the period of 
military service. The model policy pro- 
visions for individual A. & H. contracts 


were also incorporated into the state 
law. 

The act including the series of invest- 
ment liberalizations affecting all life 


companies was signed and applies to 
fraternals except for the provision al- 
lowing the purchase of common stock. 


Ill. Fraternals Celebrate 


Illinois Fraternal Congress has 
planned a Fraternal Week celebration 
on June 14 at the Sherman hotel at 
which Mayor Kennelly will introduce 
the speaker, Lawrence J. Fenlon, state 
American Legion commander. Cooper- 
ating in a program which includes drill 
and ritualistic teams, folk dances, male 
choruses, drum and bugle corps will be 
Catholic Order of Foresters, Royal 
League, Aid Assn. for Lutherans, Inde- 
pendent Order of Svithiod, Protected 
Home Circle, Czechoslovak Society of 


America, Polish National Alliance, 
Polish Roman Catholic Union, Polish 
Women's Alliance, Royal Neighbors 


and Woodmen Circle. 


FRED C. KREHL, 65, Milwaukee, dis- 
trict representative of Equitable Reserve, 
died at his home after a heart attack. 
He was active in Milwaukee Fraternal 
Life Underwriters and Wisconsin Fra- 
ternal Congress. 


ASSOCIATIONS 


New York State Caravan 
Starts 3-Day Tour May 15 


The sales caravan of New York State 
Assn. of Life Underwriters will roll 
into Schenectady on May 15, Buffalo on 
May 16 and Syracuse on May 17. Speak- 
ers will be Charles P. Malloy, man- 
ager for Metropolitan; John J. ‘Sutton, 
Guardian Life; Mildred F. Stone, direc- 
tor of policyowners’ services for Mu- 
tual Benefit Life, and Stanley E. Martin, 
general agent for State Mutual at Dal- 
las. Moderators will be Fred White, 
manager for Massachusetts Mutual in 
Buffalo, and Timothy Foley, general 
_— for State Mutual in New York 

ity 


To Hold Advanced Institute 


The Institute of Advanced Underwrit- 
ing sponsored by Life Underwriters 
Assn. of Los Angeles will be held at 
Claremont College July 23-Aug. 3, with 
A. R. Jaqua, director of the Southern 
Methodist course, in charge. 

The course will be divided into two 
separate sections and those enrolling 
will not be required to take both weeks. 
The first week will consist of four days 
intensive training on programming and 
one day on business insurance. The sec- 
ond week will be on advanced under- 
writing including estate planning, tax 
and business insurance. Tuition, board 
and room will be $80 for each week. 











McCarty at New York 


Spencer L. McCarty, Provident Mu- 
tual, Albany, will speak on “Section 213 
—How It Affects You and Your Pock- 
etbook,” at the May 10 meeting of New 
York City Life Underwriters Assn. 

Mr. McCarty, executive secretary of 
New York State Assn. of Life Under- 


writers, is chairman of the N.A.L.U. 
committee on compensation, 

The city association’s committee on 
nominations and elections will present 
its slate of officers and board members. 


Ore. Group Changes Name 


Name of Oregon Quarter Million 
Round Table has been changed to Lead- 
ers Round Table of Oregon. The mini- 
mum requirement for membership will 
continue to be $250,000 production and 
affiliation with N.A.L.U. 

William C, King, Standard of Oregon, 
was elected president, succeeding Verne 
C. Gilbert, Equitable of Iowa. Kenneth 
S. Reed, Northwestern Mutual, was 
chosen vice-president; Veronica Dear- 
cop, Phoenix Mutual, 2nd_ vice-presi- 
dent, and Gerald D. Newhouse, New 
England Mutual, secretary. 


Copeland, Haseltine on N. J. Card 


Harry Copeland, Massachusetts Mu- 
tual, Syracuse, and Ernest Haseltine, 
Northwestern Mutual, Boston, will 
speak at the annual sales congress of the 
New Jersey Life Underwriters Assn. at 
Asbury Park, May 17. 

Other speakers will 
Gilmore, Jr., N.A.L.U. trustee, Mutual 
Benefit Life, Bridgeport, Conn.; Wil- 
liam Lynch, vice-president of Pruden- 
tial, and George A. Sass, Indianapolis 
sales consultant. 

Joseph W. Fox, general agent for 
Berkshire Life, East Orange, has been 
named chairman and moderator of the 
congress. He is president of the New 
Jersey association. A state meeting will 
be held the day prior to the congress, 
along with a dinner honoring President 
Fox. John W. Wood, general agent for 
State Mutual at Newark, will be in 
charge. 





be Robert C. 





Virginia Assn. Sales Congress 


The sales congress and annual meet- 
ing of Virginia Assn. of Life Underwrit- 
ers is being held on May 4 at Richmond. 
Speakers are G. S. Cutini, director of 
training for Life of Georgia; Isaac S. 
Kibrick, New York Life, Brockton, 
Mass.; ‘Alden C. Palmer, R. & R. Serv- 
ice; and James E. Rutherford, vice- 
president district agencies department, 
Prudential. 


Pittsburgh—At a luncheon the Butler 
branch heard John A. Erskine, general 
agent for Mutual Benefit Life. The Fay- 
ette county branch will hear William M. 
Steele, supervisor Aetna Life, at a dinner 
on May 8 in Uniontown. The Washington 
branch is to hear Russell R. Shaffer, re- 
gional supervisor of district agencies, 
Prudential, at a dinner in Charleroi. The 
New Castle branch is to hear William F. 
Leax, supervisor Reliance Life, at lunch- 
eon on May 10. 

Plainfield, N. J.—Timothy W. Foley, 
general agent for State Mutual in New 
York City, described prospecting systems 
at the monthly luncheon. 

North Platte, Neb.—John A. Carr of 
Omaha, president of the Nebraska asso- 
ciation, emphasized the need to “put up 
a united front against government inter- 
ference in private enterprise and unfair 
legislation.” 

Neenah, Wis.—The Fox River Valley 
association has elected: Frank M. Wash- 
bush, Fond du Lac, Northwestern Mutual, 
president; Robert J. Spooner, Appleton, 
vice-president, and Arthur K. Wagner, 
Fond du Lac, secretary. 

Elkhart, Ind.—The Elkhart County as- 
sociation has elected Gerald Lambdin, 
Elkhart, president; James Tritch, Goshen, 
vice-president, and Winifred Winegar, 
Elkhart, secretary. 

Gary, Ind.—Rudolph R. Tuttle, Lincoln 
National, Gary, was elected president 
of the Calumet association. Thomas 
Womacks, Valparaiso, is 1st vice-presi- 
dent; Stanley Buzinski, Gary, 2d vice- 
president; Mary L. Campbell, Gary, re- 
elected secretary; F. Ray Bess, Gary, 
reelected treasurer; Walter W. Wieggel, 
retiring president, national committee- 
man. 

Bloomington, Ind.—R. W. Hilgedag, 
Indianapolis estate planning and busi- 
ness insurance attorney, will talk May 
4 on “The Practical Aspects of Buy and 
Sell Agreements.” 

Nashville.— Edwin K. Neville, Pilot 
Life, Birmingham, addressed the April 
meeting on employe benefit programs. 





Hutchinson, Kan.—Fred R. Kilm, John 
Hancock, has been elected president, 
succeeding J. F. Gilliland; E. A. Vickers, 


Metropolitan, vice-president, and Ernest 
E. Wolelagel, Equitable of Iowa, secre. 
tary. 

John Coe, Massachusetts Mutual, 


Wichita, presented the L.U.T.C. Project 
and it is likely that a class will be or. 
ganized. Assistance was offered by Amos 
Cramer, Wichita, and Gerald Pearson, 
Lawrence, director of the extension 
division of University of Kansas. 

Ellinwood, Kan.—The Central Kansas 
association featured a panel on “Pres. 
tige,” in which William Southern, Ellin. 
wood; Rudy Fischer, Pratt; Howard 
Nelson and Charles Hamilton of Great 
Bend participated. 

New officers are: Grant Hoener, pres. 
ident, succeeding Charles S. Hamilton: 
Frank Templeton, vice-president, ang 
Howard Nelson, secretary. 

Lawrence, Kan.—Warren Lash and 
Homer Henning, Lawrence accountants, 
were speakers. The nominating commit. 
tee reported a slate to include Arch 
Kennedy for president; John Chaney, 
vice-president, and Alfred Gallup, see. 
retary. Election will be in May. Ray 7 
Wright, Provident Mutual, reported on 
a meeting with the Kansas department 
on reported misrepresenting of policies 
in Douglas county and President Edwin 
Lewis gave a report on NSLI legislation, 


RECORDS 


Life insurance paid for in Mutual Ben. 
efit Life for the first three months of the 
year exceeded $62 million, up $6,573,184 
over the first quarter in 1950. 

New England Mutual’s new business 
volume for the first quarter broke all 
records with $89 million, exclusive of 
additions and revivals, a gain of $20 
million, or 28.8%, over the same Period 
in 1950, and $7 million over the previous 
highwater mark in 1947. Leader is the 
Lambert H. Huppeler agency, New York, 
with $8, 800, -. Bi. 900,000 more than in 
1950. The m. Eugene Hays agency, 
Boston, Bas $1,100,000 for a three- 
month total of $3, 700, 000. The Brooklyn 
agency, under Irving S. Bober, has the 
largest percentage gain, 184%. 

New insurance paid for by Provident 
Mutual —. A ge the first quarter i: 
taled $29,443,000, .an increase of 5 3% 
over the Saale period last y 
Insurance in force rose to $1,413, 000, 000. 
Investments increased to an all-time high 
of $644,956,000, yielding a gross return of 
3.35% as against 3.28% for investments 
at March 31, 1950. 

Premium income of Loyal Protective 
Life for the first quarter of 1951 for 
sickness and accident was 9% ahead and 
for life insurance 9.7% ahead of the 
same period last year. For all lines the 
gain was 9.1% 

Ohio State Life reports an increase of 
nearly 25% in submitted business and 
gain of insurance in force of $2,145,676 as 
its record for the first three months of 
1950. The January record was the best in 
history for January and March was the 
second best March in history. Insurance 
in force at March 31, was $222,048,333, and 
assets had increased since Dec. 31 by 
$867,098 to total $56,350,927. Surplus to 
policyholders at March 31 was $5,688,834. 


V. P. Miller, online. ‘for Equitable 
Society at Kansas City since 1924, re- 
tired. Assistant Cashier H. A. Lee 
succeeds him. 





























THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 


policies our specialty. 

e 

& R. DEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 
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Emotion Used With 
Dollar Advantage 
As a Sales Lever 


Motivating comments which combine 
the ideas of dollar advantage and emo- 
tional leverage are used with great suc- 
cess in the Solomon Huber agency of 
Mutual Benefit Life in New York City. 
Some of these are presented below: 

“Ven buy life insurance because, when 
income stops for them, it stops for their 
jamilies. You can also insure against an- 
other hazard: The danger that your busi- 
ness may not be worth to your family 
tomorrow, what it is worth to you today. 

“Let’s assume that you and I are the 
two stockholders of this business and 
that you want your family out of the 
company after your death. Would you 
have any objection to my purchase of 
$50,000 of insurance on your life if I 
agreed to pay the premiums and guaran- 
teed to use the proceeds to buy you out? 
After all, you would have nothing to 
lose and much to gain. I could, of 
course, give you the same privilege and 
if you died first, the coverage would 
have cost you nothing, because I would 
also agree to buy back the policy insur- 
ing my life from your estate for the 
premiums paid by you. 

“A man will carry a large amount of 
insurance to indemmify the unknown 
widow of an unknown man his automo- 
bile may one day strike, yet will give 
little thought to indemnifying his own 
widow against the loss of future income 
from his own enterprise at the death 
that will one day strike him. 

“Part-time mothers derive only part- 
time income. Part-time income, like all 
other income, falls into two categories: 
Real and psychic. Real income is dollar 
income. Psychic income is satisfaction 
and pleasure income.” 


Motivating Phrases 


“Your business owes you a guaranty 
of retirement income. 

“No man’s estate is truly planned un- 
til the manner of disposition of his busi- 
ness interest is integrated with his other 
assets. 

“Failure to arrange in advance the dis- 
position of a business interest can wipe 
out a man’s life insurance even when 
policies have been set up under income 
arrangements. 

“Men give the best years of their lives 

to building a business, and only minutes, 
or no time at all, to its ultimate disposi- 
tion. 
_ “Your business interest has three dif- 
ferent types of value: Its value as you 
see it today. Its value tomorrow as the 
government sees it after your death. Its 
value to your family in the form of in- 
come. Invariably all three values are not 
identical. You can, while you are alive, 
plan for a realistic translation of value 
which will satisfy you, your family, and 
the tax collector. 

“Business men plan intelligently to 
meet possible shock to an enterprise by 
insuring against: Loss of time of valued 
employes by illness or accident. Fire, 
which may interrupt the orderly course 
of business. Burglary, which may have 
the same effect and a host of other con- 
tingencies. 

“Failure to recognize the need for buy 
and sell insurance creates part-time 
mothers who not only suffer a dollar loss 
in real income, but who are also robbed 
of psychic income, the pleasure of de- 
voting full time to their children.” 





L. I. A. M. A. has published a new 
edition of “Profitable Selling,” a basic 
text on the principles and methods of 
quality selling written in 1937 by Rich- 
ard N. Ford, assistant director of com- 
pany relations. 





Mutual Trust Life has appointed 
Blair K. Chapman general agent at Park 
River, N. D., to succeed his father, 
Leonard Chapman, who died April 3, 
Blair Chapman has served as an agent 
there since 1947, 


Dynamics of Corporate Life 
Make for a Fluid Market 


Agents with fears that they will be 
unable to make progress in the business 
insurance field because they think the 
corporation market is all tied up by 
people who preceded them in the busi- 
ness are unaware of the dynamics of 
corporate existence. There is a high 
birth rate, which shows that new cor- 
porations are continually springing into 
existence, as well as a death rate that 
removes many of them in short order. 

Bureau of internal revenue returns on 
corporate income taxes show that 80% 
of American corporations filing tax re- 
turns in 1945 were not in existence be- 
fore the first world war. One-fourth of 
them were incorporated in the years 1940 
through 1945. About 70% of the firms 
were 20 years old or less and nearly 
90% were not over 30 years of age. 

In 1945 three out of four incorpora- 
tions were for completely new concerns; 
the other one-fourth represented a suc- 
cessor to a previously existing corpo- 
ration, partnership or sole proprietor- 
ship. 

Statistics show that 107,041 of the 
corporations were in the five year or 
under age bracket; 77,955 six to 10 
years old; 115,268 between 11 and 20 
years; 52,269 between 21 and 30 years; 
30,625 between 31 and 40 years; and 
22,061 more than 40 years of age. 





Estate Planning by Cartoon 


One estate planner, who in selling 
presents graphs showing the income to 
his family produced by his own insur- 
ance program at various stages in his 
career, uses cartoons which comment 
upon insurance situations to brighten up 
his visual presentation. This agent's 
approach consists of showing about 10 
sets of graphs and to each set he has 
appended a cartoon on a life insurance 
situation from a regular magazine or 
from an insurance trade journal which 
points up the ideas he is stressing. Some 
of the cartoons are funny, but all of 
them have a more serious meaning and 
they often serve to put the prospect 
or his wife in the ludicrous or pitiful 
position that the subject of the cartoon 
is placed. They serve also to lighten 
the interview. Whatever tension is 
present is broken each time the sales- 
man pulls out a new graph and intro- 
duces a new subject. The salesman 
and the prospect both concentrate on 
the cartoon during the recess. 





Walter W. Howell, Hopewell, was 
elected head consul of the Virginia 
jurisdiction of Woodmen of the World 
of Omaha at the state convention in 
Winchester. 





John Hill, vice-president of New Eng- 
land Mutual, has been named chairman 
of the civil defense committee of Boston 
Chamber of Commerce. 





H. Horton Humphrey, general agent 
at Newark for Aetna Life, has been ap- 
pointed chairman for the annual sales 
congress of the New Jersey Life Un- 
derwriters Assn.at Asbury Park May 
18. 





Gregory L. O’Shea, agency director 
for North American Life of Chicago at 
St. Louis, has completed his 18th con- 
secutive year of producing an applica- 
tion a week. 





John Noekje, who has been high 
school basketball coach at Flint, Mich., 
has become district manager at Kala- 
mazoo for Wisconsin Life. 





Sales of life insurance by National 
Life of Vermont for the first three 
months of the year totaled $30,654,039, 
an increase of more than 15% over the 
corresponding period last year. Insur- 
ance in force reached $1,156,999,489. 





Occidental Life of California in the 
first quarter of 1951 had new paid ordin- 
ary of $157,173,447, a gain of $35 million 
over the same quarter of 1950. Ordinary 
in force advanced $68,478,406 to $1,788,- 
188,591 and group $59,576,681 to $1,082,- 


517,256, making the grand total in force 
$2,870,705,847. 





Social Security Data Cards 


An approach based on social security 
which seems designed especially well for 
people named Jones or Smith is being 
used by some agents as part of a dis- 
cussion based on a postcard to the so- 
cial security administration at Balti- 
more. 

The cards, which are distributed by 
many companies, ask for an account of 
the sender’s credits as recorded by the 
government bureau and on which social 
security proceeds are based. 

The agent suggests to the prospect 
that there might be a lot of other people 
with the same name and hadn't he bet- 
ter check up and see if his account is 
in good order? Most people will con- 
cede that there might be someone else 
with his or her name. They agree to 
send along the card. The resulting data 
provide a peg on which a social security 
sales talk can be hung. 





A special payment was made re- 
cently by Connecticut’General to about 
1,400 office personnel in company offices 
throughout the country. It varied from 
2 to 74% of 1950 earnings, depending 
on length of service. 


Corkhill Claims Attorney 


Frank Sullivan, Kansas commissioner, 
has named John K. Corkhill claims 
attorney for the department, filling the 
vacancy caused by Frank Busch, former 
attorney, being called back to the navy. 


Mark Prudential Anniversaries 
Eight district managers of Prudential 

are celebrating anniversaries of service 

ranging from 25 to 40 years this month. 
Marking 40 years are Christopher L. 


Dunnigan, New Britain, Conn., and 
Barney Lipka, Pittsburgh district 1. 
John J. Kraniak, Milwaukee district 3, 


and Walter J. Penn, Chicago district 
6, have completed 35 years. 

Ralph R. Balsmider, Milwaukee dis- 
trict 1, and Maurice G. Braheney, Nor- 
wich, Conn., are 30 year veterans. Com- 
pleting 25 years are Alfred L. Ello- 
witch, Rochester district 2, and Lloyd 
E. Paulin, Anderson, Ind. 





Empire Life of Canada has appointed 
Albert E. Scharfe manager at St. Cath- 
arines, Ont. 





The J. J. Miller agency of Life of 
Virginia at Chicago led all company 
agencies in ordinary production in 
March. 





fromme... 


LIFE 





Susie's tonsils came out 
the other day. By the 
time the surgeon, the 
hospital, and the phar- 
macy were added up, 
I'd knocked an awful hole in two hun- 
dred dollars. Man!..: was | thankful 
for that Cal-Western Agents’ Group 
Insurance Plan! Instead of skimping 
for months to pay the freight, | just 
"" Susie's getting 
along fine, and we can still afford 
steak once a week! Yessir... take it 


said ‘‘charge it. 


HOME OFFICE: 





With Cal-Western 
it’s MORE Than a Contract 
-. It’s a CAREER! 


California-Western States 


INSURANCE COMPANY 


SACRAMENTO 
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Three New LIAMA Members 

Three companies have been elected to 
membership in Life Insurance Agency 
Management Assn. They are Commer- 


cial Travelers of Salt Lake City, Old 
American Life of Seattle, and Farmers 


Life of Des Moines.. 
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CALIFORNIA B 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
Sap Francisco Denver Los Angeles 




















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 
1¢ S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-462 


“wm. H. Gillette, C.P.A. 





| a S$. Tressel, M.A.1.A 
M. Wolfman, F.S.A. 
N. A. Moscoviteh, A.8.A. Ww. P. Kelly 
W. M. Barkhuff, C.P.A. Robert Murray 




















INDIANA & NEBRASKA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 

Indianapolis — Omaha ! 

















MICHIGAN 
ALVIN BORCHARDT 


Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 























NEW YORK 








| 
Consulting Actuaries 
Auditors and Accountants 


Wolfe,Corcoranand Linder 
11@ John Street New York, N. Y. 

















PENNSYLVANIA 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY 

ASSOCIATE ' 

E. P. Higgins 
PHILADELPHIA 
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VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 


Employee Benefit Plans 
RICHMOND e ATLANTA 


























He2NATIONAL UNDERWRITER 


May 4, 195) 





——— 





Slate ee Action on War Risk Pool 
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500,000 claims at an average of $8,000, 
or two million claims at an average ot 
$2,000, four million claims at an average 


of $1,000, and so on. To carry these 
dreadful statistics to an inevitable but 
important conclusion, many contracts 


involving life contingencies would, at 
the same time, terminate before expec- 
tancy. 

The number of claims or their average 
amount is something no one can pre- 
dict. Even if only one atomic bomb 
dropped, the effect produced would de- 
pend on the location hit, the day, hour, 
advance warning, status of local prepa- 


ration, etc. The point of these esti- 
mates is that the business can meet 
from its own resources a rather sub- 


stantial number of claims. 


Cannot Meet a Holocaust 


It undoubtedly cannot, on its own, 
stand up in the face of a holocaust. 
Should there be one, however, the na- 
tion will be faced with far greater prob- 
lems than the payment of life insurance 
claims. 

These factors, along with traditional 
desire to avoid governmental participa- 
tion in the affairs of the business, have 
led the active committee to the conclu- 
sion that the business should plan on 
meeting an atomic catastrophe with its 
own resources, avoiding reliance upon 
government. 

It has already been pointed out that 
the government, in event of a disaster, 
will be limited, and rightly so, to social 
considerations. Since there is no com- 
pulsion to owning life insurance, the 
government could not assist the sur- 
vivors of a man who was insured but 
not those of one who had no life insur- 
ance. Should the holocaust happen, the 
government will be striving with every 
power at its disposal to mitigate public 
distress by providing for the basic needs 
of human existence. Finances would be 
a secondary problem. 

The business must, though, be ready 
to meet the limited catastrophe which 
it has the financial strength to absorb. 
Company executives, under their respon- 
sibilities to the public, seemingly will 
be hard pressed to join such a pool, 
even assuming insurance departments 
would not persuade them to join, once 
a pool is organized. There is little like- 
lihood of rugged individualists declaring 
that their companies are not interested 
in joining such a pool, less of their be- 
ing given any support in such a deci- 
sion. Regardless of association mem- 
berships, this seems to be one industry 
venture from which no prudent com- 
pany will abstain. 


Competition Will Draw Members 


For purely competitive reasons as 
well, it seems likely that all companies 
will join. Agents of pool member com- 
panies will be quick to point out, and 
agents of non-member companies quick 
to realize, that the public won’t see the 
logic of not taking this basic step to- 
ward financial preparedness, especially 
since it appears that a majority of the 
companies intend to go along with the 
idea. The nation’s thinking is attuned 
to preparedness. 

Fears of anti-trust action seem hardly 
justified. Basically the pool is in the 
public interest, not against it. Sec- 
ondly, companies have been permitted 
to act in concert to prevent inflation, 
why not to prevent their going bankrupt 
in the event of bombing? Thirdly, this 
will be a pool open to all. It is not 
a competitive device. Finally, since it 
would be an organization only on paper 
until a catastrophe occurred, it would 
appear that upon its then springing into 
action, the government would and should 
have far greater problems to concern it 
than finding a well-intentioned plan for 
company financial security a violation of 
the anti-trust laws. 

The pooling of risks idea from the 
beginning has been accepted with the 
hope that it will prove to be utterly 


futile and never used. Aside from that 
fundamental thought, the company com- 
mittee probably will suggest that a pool- 
ing arrangement be established with a 
minimum of expense. The aim appar- 
ently is to have a thoroughly docu- 
mented and well thought out plan ready 
to work when and if needed, and only 
then. This seems to be the concept in 
most civil defense measures, in which 
category the risk pool falls. It is un- 
likely that the committee will recom- 
mend a plan which will call for the 
establishment of a large organization 
with a headquarters, salaried staff, etc. 
This adherence to economy is regarded 
as laudable. 


North Central 
Advertisers Meet 
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Life. George Kelley, New York Life, 
presented a list of first aid supplies 
which is published by his company, 
gummed on the back so that it can 
be pasted inside the home medicine 
chest. Ben Taylor, National Fidelity 
Life, discussed the use of the house 
organ and a new way of mailing. Mr. 
Hinkle presented a letter offering a baby 
ring that his company sends to new 
parents. This letter shows 25% to 30% 
return and a one-out-of-four sales ratio. 
Wayne Smith, Iowa Life, presented 
sales aids for retirement income and 
Don Clark, Security Mutual, described 
several sales aids. Mr. Morris dis- 
cussed discontinuance of premium re- 
ceipts and his assistant, Robert T. 
Griffiths, discussed a motivating post- 
card which B.M.A. has been using. 

The closing speaker was W. T. 
Grant, chairman of B.M.A., who 
summed up the points discussed at the 
meetings. He cautioned executives not 
to discourage younger men from bring- 
ing in new ideas and emphasized the 
importance of the use of the third party 
influence in all types of selling. 

In addition to Mr. Grant and Mr. 
Taylor, there was an unusually large 
contingent of company executives at- 
tending, including W. Ralph Jones, 
president of National Fidelity Life; 
George Hamlin, vice-president of Guar- 
antee Mutual; L. L. Graham, vice-pres- 
ident of B.M.A.; C. W. Arnold, vice- 
president Kansas City Life, and J. W. 
Walker, vice-president of Postal Life 
& Casualty. 

Considerable interest was shown in a 
humorous picture promotion booklet put 
out by Jefferson Standard Life. Other 
topics that drew much discussion were 
the Miracle of America promotion and 
the inflation letter to policyholders by 
Equitable of Iowa, the junior convention 
of the Bankers Life of Nebraska at- 
tended by children of the producers 
while their folks are having their own 
convention, the billion in force promo- 
tion plans of Franklin Life, the manner 
in which Bankers Life of Iowa and the 
State Farm companies promote their 
convention trips, American Mutual’s 
multiple use of engravings and copy, 
and General American’s cash award to 
employes for bringing in other home 
office employes. 


Kan. Group Hears Attorney 


Kansas Assn. of A. & H. Under- 
writers met April 30 at Wichita with 
Kenneth L. Myers, Wichita attorney, 
speaking on ‘“Ideas-War.” Advance 
plans for the sales congress June 8 were 
announced by President Robert Tyler, 
Tyler agency. 


Medical Section Speakers 
Speakers at the annual meeting of the 
Medical Section of American Life Con- 
vention on June 25-27 at Colorado 
Springs, will be Dr. Cecil J. Watson, 
University of Minnesota, and Dr. John 
W. Gofman, University of California. 








Arcadia National 
Verdict Upheld 
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a 
through the mail was part and _paree| 
of a scheme to defraud. Success of the 
undertaking was not essential to com. 
pletion of the statutory violation; like. 
wise whether in fact anybody was jy 
the end defrauded was not the deciding 
question. Communication of false rep. 
resentations to the victims need 
neither alleged nor proved.” 

Another point on which the defeng. 
ants relied was the argument that eyj. 
dence of only such overt acts as o¢. 
curred within three years prior to th 
return of the indictment could properly 
have been submitted to the jury. Hoy. 
ever, the court held that if the jury was 
satisfied that a conspiracy had begun } 
more than three years before the retury | 
of the indictment and had continued jy } 
its entirety thenceforward and that the | 
defendants had participated in it, it had \ 
a right to consider “everything that ox. 
curred which contributed to its genesis 
or proved its existence.” 


P. L. 15 of No Effect 


Regarding the defendants’ argument 
that in view of public law 15 the federaj 
government could not intervene in 4 
field where state regulation was operat. 
ing, the opinion says that this case has 
nothing to do with the regulation of ip. 
surance companies. 

“Tf defendants, in conducting an 
otherwise legal business, engaged in a 
fraudulent course of conduct, whether 
that conduct was or was not approved 


by the state administrative office js 
wholly immaterial,” the opinion con- 
tinues. “What the state said in this 


respect in its communications to the 
defendant company was one of the cir- 
cumstances bearing upon the question 
of good faith ... but not decisive of 
the ultimate issue.” 


Judge’s Questioning Upheld 


At one point in the appeal the de- 
fendants objected that Judge Barnes’ 
interrogation of Mr. Sylvanus was 
“prejudicial” but the court found that 
this was not so and that it was nothing 
other than “a patient and praiseworthy 
attempt to draw from the witness, for 
the benefit of the jury, a simplified ex- 
planation of the concept under discus- 
sion. Nowhere in the record is there 
any support for defendant Sylvanus’ 
assertion that ‘in that examination the 
trial judge assumed that the policies in 
suit have a loss ratio of 10% and poli- 
cies of some other companies have 90%.’ 
It is, on the contrary, abundantly clear 
that the use of the named percentages 
was for solely illustrative purposes and 
was restricted to purely hypothetical 
questions.” 

Dealing with the defendants’ final 
contention that the closing argument of } 
Assistant U. S. Attorney Ryan was 
prejudicial and that certain arguments 
were “not based on any material evi- 
dence and were unfair and prejudicial,” 
the appeals court opinion states that 
“charges of unfairness are based on 
premises which have already been ex- 
amined and found untenable, such, for 
example, as defendants’ contention with 
respect to the effect of the approval of 
the terms of a policy by the state de- 
partment of insurance, the duty of a 
policyholder to read his policy, and the 
admissibility of evidence relative to loss 
ratios. The record does not support the 
accusation that the arguments referred 
to had no foundation in the evidence.” 





Expect Early Decision 

LINCOLN, NEB.—Final arguments 
in the suit brought against Bankers 
Life of Nebraska in an attempt to have 
its retirement plan declared void have 
been heard by Judge Polk. A decision 
is expected within two weeks. 

Plaintiffs, who started the suit last 
November, are Charles Ledith, Lincoln 
attorney, and Robert E. Pillers, Clin- 
ton, Ia. 
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or to the ARRY W. ANDREWS, Tacoma representative of 
. oe Provident Mutual’s Seattle Agency, is not only one 
a lea of the West Coast’s topflight senior golfers; but one of its 
he ec leading business insurance experts as well. Here’s how he 
ree answers a typical ticklish objection raised by a business 
it, it had insurance prospect. 
that oc. ial : 
; pis: Prospect: ‘‘My associate is my best friend and I know 
that he will do right by my wife if anything happens to me.”’ 
Mr. Andrews: “‘ Two friends of mine were the sole stock- 
Py Pr holders of a small sales agency, and ‘they and their wives 
ae M were the best of friends. Both men were active in the 
) Tat- ° : : 
case has business, and the principal source of take-home pay was 
ore the salary they drew in return for their services. Unfor- 
meg an tunately, however, one of them became disabled and 
re . : . : . . 
whe spent the last six months of his life in a hospital. 
ay c | I “During this period his associate continued the opera- 
3 5 ‘ . . 
on con- des quo ES tion of the business and also continued the salary of his 
] re friend in the hospital. The business wasn’t profitable at 
hea. that time and the action resulted in the dissipation of 
10n e . . . 
‘isive of most of the business assets. Following his associate’s death, 
the survivor explained to the widow that it would no 
said longer be possible to continue this salary and that she 
Bacaw’ would have to depend upon dividends, when earned and 
ae be distributed, for her future income. 
nothing ‘Friends advised her to see her attorney since she could 
— not understand why she wasn’t entitled to the salary just 
ys ex as much as her deceased husband had been. As a result 
1scus- . ee 
s on of the attorney’s pressure, the surviving stockholder threw 
Senge the business into receivership. The reduced liquidation 
ep Ms value was insufficient to pay off the creditors and the 
“ 90% stockholders received 
y — nothing. What a grand 
9 oo 
ses and job a few thousand dol- 
ete lars of life insurance 
"final could have done in 
nent ot } é r 
n was this case! 
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The woodchapper with the 
big appetite 
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The Travelers 




















An advertisement that will cause you to stop and read it as you 


leaf through a magazine must be ingenious or unusually attractive. 


That, of course, is why insurance advertising must be especially 
subtle in its approach and carefully geared to the mood of the reader 
of each magazine. Ads are not like agents, whose very presence calls 
for some courtesy from the prospect. Consequently, the ad that goes 
slam bang into the subject of insurance, a subject which isn’t too in- 
teresting to most readers, or starts out with such distasteful thoughts 
as death, accidents, lawsuits or fires, gets short shrift. The ingenious 
and attractive ad on the other hand gets more readers and conse- 


quently produces more prospects for the agent. 


‘ 


For fifteen years we have kept a watchful eye on Travelers adver- 
tising and reliable research tells us year after year that Travelers ads 
rank high among the readers of the national magazines in which they 


appear. There can be no question but what they serve Travelers 


agents well. 


THE TRAVELERS INSURANCE COMPANIES 


Hartford, Connecticut 














